





REPAIR STANDARDS REFERENCE 
CHART 


R2ADING from left to right beginning at 
the top the key to the repair standards 
illustrated is as follows, 

1—Backlash in clutch driving disk. 

2—Backlash in clutch driven disk. 

3—Backlash between any two spiral gears. 

4—Clearance between oil pump gear and 
pump body. 

5—Cam follower reller should be round, 

6—Diametral clearance between cam follower 
and its guide, 

7—Transmission gear backlash, 

8—Clearance between splines and transmission 
gear spline-ways. 

9—Clearance between clutch sliding sleeve 
bushing and shaft, 

10—Clearance between oil pump journals and 
bearings in pump body. 

11—Diametral clearance between camshaft 
and camshaft bearings, 

12—Diametral clearance between rocker arm 
bushing and its shaft, 

13—Diametral clearance between ball or roller 
bearing outer races and wheel hub, 

14—Backlash in steering mechanism as shown 
on hand wheel, 

15—Diametral clearance between universal 
joint flange bolts and their holes. 

16—Diametral clearance between universal 
joint spiders and spider bushings. 

17—End play in transmission shaft bearings. 

18—Diametral clearance between end of 
clutch shaft and shaft pilot bearing. 

19—End play of oil pump gears, 

20—Camshaft end play. 

21—Diametral clearance between valve stem 
and its guide in block or head, 

22—Diametral clearance between ball or roller 
inner races on steering knuckle, 

23—Toe-in of front wheels. 

24—Distance between brake lining and brake 
drum, 

25—Diametral clearance between differential 
spider gears and spider journals, 

26—Diametral clearance between differentia] 
side gears and differential case. 

27—Diametral clearance between front axle 
king pin and its bushings. 

28—Backlash between timing gear teeth, 

29—Gap between spark plug electrodes, 

30—Diametral and side clearance between 
rear axle housing sprimg seats and rear axle 
housing, 

31—-Clearance between crankshaft main bear- 
ing and crankshaft journal. 

32—Side play in ignition distributor camshaft, 

33—Fuel level in carbureter bowl. 

34—Backlash between differential side gears 
and differential spider pinions, 

36—Trueness of differential case flange later- 
ally and diametrally, 

36—Diametral clearance between spring bolts 
and spring eye bushings, 

37—Diametral clearance between piston and 
piston boss bore when pin oscillates direct in 
aluminum alloy piston, 

38—All cylinder bores should be straight, 

39—All cylinder bores should be round, 

40—Diametral clearance between connecting 
rod and its crank pin, 

41—Crankshaft crankpins and journals should 
be round, 

42—-End play in differential side gears. 

43—Diametral clearance and end play clear- 
ance in any annular ball bearing, 

44—-Diametral clearance between piston pin 
and bushing in end of connecting rod or where 
piston bosses are bushed. 

45—Side play piston rings in grooves. 

46—Diametral clearance between piston skirt 
and cylinder of split skirt alloy pistons for 
eac inch of cylinder bore. Multiply by bore 
diameter in inches to get total clearance, 

47—Piston should be round. 

48—End play in engine crankshaft. 

49—Compression pressure of each cylinder 
as shown on gage should not vary. 

50—Backlash ring gear and pinion. 

51—Diametral clearance between piston pin 
and piston boss bore when pin is anchored 
in aluminum alloy piston, 

52—Diametral clearance between piston pin 
and piston boss bore when piston {fs anchored 
in cast iron or semi-steel piston, 

53—Clearance or gap between end of 45 
degree cut piston rings for each inch of cyl- 
inder bore, Multiply by bore diameter in 
inches to get total clearance, 

54—Diametral clearance between skirt of cast 
iron piston and cylinder bore for each inch of 
cylinder bore up to four inches in diameter. 
Multiply by bore diameter in inches to get 
total clearance, 

55—End play of connecting rod lower bearing 
on crankpin, 
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OVERHAUL 





The “Top Overhaul” as a Winter Service Flat Rate Job 


MINIMUM TOP OVERHAUL DEFINED 


HE Minimum “top overhaul” for which flat rate schedules are suggested in the accompanying table 
includes the following work: 

6 } a——Equalize and adjust all brakes. 

b.—Tighten spring clips and shackle bolts. 

e.—Adjust steering gear and front axle steering linkage. 

d.—Clean generator commutator and adjust charging rate. 

e.—Clean and adjust cutout points. 

f.—Drain and clean vacuum tank and sediment from gas tank without removing gas tank from 
chassis. 

g-—Adjust front end chain. 

h.—Remove, clean grease from bearings, reinstall and tram front wheels. 

i—Remove, examine, clean bearings, and reinstall both rear wheels. 

j.—Drain clutch, transmission and rear axle, clean, and fill with fresh lubricant. 

k.—Remove oil pan, clean and reinstall. 

l.—Remove carbon, grind valves and adjust tappets. 

m.—Tune engine by cleaning and spacing spark plugs, clean and adjust ignition breaker points, 
check ignition and valve timing, clean and adjust carbureter. 

n.——Adjust engine oil pressure relief valve. 











A-PIN.TO ZIN. 
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ADDITIONAL OPERATIONS THAT CAN BE PERFORMED IN CONJUNCTION WITH 
MINIMUM TOP OVERHAUL 


No. 1.—Adjust all main and connecting rod lower bearings. 
No. 2.—Install full set of piston rings. 

No. 3.—Install full set piston, piston ring and pin assemblies. 
No. 4.—Reline and adjust rear wheel outer brakes. 

No. 5.—Install all new gears or timing chain in front end. 
No. 6.—Reline clutch. 

No. 7.—Rebush front axle and axle steering system complete. 
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7) 
B~AcIN. FLAT RATE SCHEDULE OF LABOR CHARGES 


(Figures in bold type are prices of operation if performed in connection with Top Overhaul. Light face 
figures are prices of same operations performed independently.) 








MINIMUM ADDITIONAL OPERATIONS THAT CAN BE PERFORMED IN 
TOP CONNECTION WITH TOP OVERHAUL 
OVER- CAR MAKE 
HAUL AND MODEL No.1 No. 2 No. 3 No. 4 No. 5 No.6 No.7 
HIGH COMPRESSION $29.50 Buick 6 cyl............. $13.00 $ 7.00 $13.50 $21.50 $8.00 $800 $ 8.00 
ENGINE=.018T0 022 1) A) 7) 15.50 13.65 21.00 22.60 8.25 9.50 9.50 
50.00 Cadillac 8 .~............... 15.00 8.00 16.00 6.00 13.25 12.00 7.00 
LOW COMPRESSION Se to Ge inek.....z 18.90 18.50 27.50 6.50 13.50 12.50 8.35 
16.00 Chevrolet 4 ............ 7.00 3.50 4.50 2.00 4.75 5.25 3.50 
490 & Superior........ 9.00 6.75 9.25 2.75 5.25 5.75 4.50 
24.00 Dodge 4 cyl............. 4.50 3.75 5.75 7.00 9.50 10.00 8.75 
AH models ............. 9.00 10.20 12.50 7.50 10.00 10.50 9.00 
27.00 Dort 4 cylL...............0 8.50 3.75 5.25 5.50 8.75 4.75 10.25 
All models .............. 10.50 8.25 14.25 6.00 9.00 5.00 10.50 
21.00 Durant 4 cyl........... 10.00 3.50 6.00 5.75 6.45 4.75 3.00 
pS | | re 11.50 8.00 10.00 6.00 6.80 5.00 4.00 
24.00 Essex 4 & 6.............. 15.00 3.50 19-6 12-4 7.25 3.50 7.00 4.00 
3 po 18.50 9.00 25-6 18-4 7.50 3.75 7.25 5.25 
24.00 Hupmobile R .......... 7.00 4.25 16.00 7.25 5.00 7.00 6.00 
‘A- We2IN.TO Yen. _........ 9.00 9.00 24.00 7.50 6.25 7.25 6.50 
B- 9421N. TO %4 IN. 29.00 Jewett Ist &............ 8.75 5.00 24.00 6.00 9.50 8.50 8.00 
Cae 11.25 13.50 29.50 7.50 9.75 9.00 9.00 
25.00 Jordan 6 cyl............. 16.50 7.00 20.00 4.75 10.25 6.50 2.50 
Model H. M. X......... 18.50 12.00 24.00 6.00 10.50 6.75 3.75 
48.00 Franklin 6 ............. 6.00 6.00 9.00 6.00 3.75 5.00 8.50 L&M 
SA. & GB Tel... 17.80 24.75 30.00 6.55 4.00 6.75 9.96 L&M 
18.50 Maxwell after ..... .. 5.50 6.00 11.50 5.75 5.00 4.25 11.00 
car No. 193801......... 6.75 9.00 15.00 6.00 5.25 4.50 12.00 
28.00 Nash 6 cyl......_........ 8.75 7.50 20.00 4.00 8.75 8.75 5.00 
jet, 10s 2. IE 14.25 26.00 5.00 9.00 9.00 6.00 
20.00 Oakland 6 — ......... . 4.25 3.00 8.00 3.75 3.50 5.00 10.25-54 
44 to 64 Incl....._.. - 56.25 5.70 11.50 4.59 3.90 6.25 11.25-54 
20.00 Overland 4 cyl....... . 8.50 2.25 7.25 3.50 7.25 8.75 3.50 
1922 to 24 Incl......... 10.50 7.50 12.75 4.75 7.50 9.00 4.50 
31.00 Packard 56 ............ .. 26.00 8.25 23.00 8.50 6.25 13.25 11.00 
put a) 2) . 33.75 13.50 30.00 9.75 6.50 13.50 13.50 
29.00 Paige 6-66 .............. 7.50 9.00 24.00 6.00 5.75 7.25 5.75 
a | 12.50 13.50 31.00 7.50 6.00 7.50 9.00 
BOGS TOO: 6 CW icine 3.00 6.00 23.00 7.75 11.50 8.75 5.00 
Es RE satstcnainneds 12.00 16.50 36.00 9.00 12.00 9.00 6.00 
18.00 Star 4 cyl................. 3.50 2.75 5.50 3.75 4.25 4.00 1.80 
a) 7.80 7.00 10.00 5.00 4.50 4.25 2.40 
30.00 Studebaker -—........ 10.00 5.75 18.50 4.75 11.00 8.75 6.50 
Big & Special_....... 16.50 12.00 24.75 6.00 11.25 9.00 7.50 
25.00 Willys Knight ........ 12.00 4.00 17.50 6.00 7.25 11.75 7.00 


20 to 1924 Incl....... 16.50 12.00 26.50 7.50 7.50 12.00 7.25 
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Let the Maintenance Shop, in Slack 
Times, Fix Up Both Open and 
Closed Vehicles Taken in 
Trade So They Will 
Sell Readily 


By A. H. PACKER 


motor row 
“Oh, Mommer, like a foreigner car it looks, like that we 
should get us one.” 

Rebekka’s eyes glistened. 

“Such a nickle platings and shininess like Livinski’s diamond 
window,” she added, as she pinched Levi’s arm. ‘Rosa would 
be silly tickled to have a Papa buy like that such a car.” 

And so the sale was made. 


(Next scene twelve months later.) 


The car of a year ago has been traded in. The “foreigner” 
car has lost its snappy appearance and a new model now 
graces the show room. The year old car has a dented fender, 
its nickle is dull and the paint has lost its luster. 

Inside it is not much changed, but who knows that and so its 
eyelids droop, and it heaves a sigh from a carbon stuck valve 
as it squats dejectedly among the other used cars, out of sight, 
out of mind in some dingy corner at the back of the shop. 

“Used cars are putting us on the rocks,” says the dealer, 
“we are all stocked up with them and they will not sell.” 

But what has changed? Has the desire to ride vanished 
from the fancies of those who can not afford a new car? No, 
nor has the desire to have a car of good appearance ceased to 
be a mighty factor in automobile selling. 

And so things go. One dealer takes advantage of the desire 
of human beings for things of beauty as well as utility, while 
another hesitates about spending the few dollars that would 
put his used car department on a par with his new car depart- 
ment. 


| EVI and Rebekka were looking at the latest models on 






Must Buy Them Right 


But merely finishing the car so as to make it appear as a 
good car is not alone sufficient to build substance into the 
business. True, it will sell the cars, and as one dealer said, 
“If you make it good on the outside, the prospect thinks it has 
only been used a little and figures the engine, transmission and 
other parts must be in good shape.” This attitude may put 
over the sales—for a while—but it will not produce customers 
who come back for tires, accessories and even new Cars. 

“Successful selling of used cars,” said one dealer, “depends 
first on buying them right, and this means not only making the 





























































The sale may be made by appearance only but the customer is 
lost when the sale is made 
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Solve Your Own Used Car Problem 
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“Rosa would be silly tickled to have a papa buy like that such 
a car” 








allowance right, but also taking in the right sort of cars.” 

It is much better, for example, to take in a fairly good car 
at $900 which by the use of a little paint and nickle plate can 
be made to bring in $950 or $1,000 than to allow a hundred 
or so on a piece of junk and be able to get nothing out of it. 

As cold weather settles in, car users turn their attention to 
protection from the elements and the closed cars, both old and 
new, find a ready market. Open cars can be left for the 
time being, but no time should be lost in getting the closed 
cars taken in trade into the best possible condition, both 
mechanically and from an appearance standpoint. 


May Pay to Do Own Painting 

Knocks should be taken from the motor and squeaks and 
rattles eliminated. Then with cars that are still in the thou- 
sand dollar class, the paint should be renewed. Here we come 
to two ways of handling the job. In some towns where a 
local painter is available, it may be advisable to have this 
work done there and if the dealer makes it a practice to re- 
finish the better grade of used cars, he can probably enter into 
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He had gone half a mile when the front tire let go 








an agreement with the painter whereby this work can be done 
both economically and well. 

In other cases it may pay the automotive dealer to provide 
facilities for doing his own painting, the chief of which is 4 
room closed tightly from the rest of the shop or building 80 
that dust may be excluded. The practice of putting the cars 
in shape both inside and out is exemplified by a dealer in 4 
medium sized town in Minnesota, who was showing a visitor 
through the used car department. Each car was clean, painted 
and ready to go, the price being plainly marked on each car, 
not in a smear of chalk on the windshield, but on a business- 
like tag attached to the radiator cap. “And,” said the dealer, 
“we have no trouble getting rid of them, for we have built uP 
a reputation for fair dealing in this community, and these cars 
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sell because of this confidence. More than that, if any radical 
defects develop within a reasonable time we make good, just 
as we would on a new Car.” 

Investing labor and material in used cars is sometimes 
regarded as a.gamble by the dealer, but it is more of a gamble 
to let the car set on the floor just as it came from the man 
who traded it in, for it is the questionable condition of that 
car Which led him to buy a new one. Perhaps worn rings have 
robbed it of power and he has figured a new car necessary to 
give him real automobile satisfaction. Perhaps rust spots or 
digs in the fenders have taken away the pride which he once 
had in his car. In any event, whatever it was that persuaded 
him to let it go, it was a something which may also deter an- 
other from buying and using that same car. Would it not, then, 
be the part of wisdom to eliminate the objection before trying 
to make a sale? 

Tires Not Expensive 


What does the buyer expect in a used car? If he has bought 
them before he knows that he can expect punctures and blow- 
outs inside of a few months, for the average car is sold only 
after the car has been used to the point where the tires are 
ready to let go. One man bought a used car and drove it 
home. He had gone half a mile when one front tire let go 
with a roar. A few blocks later the other followed suit. Did 
he ever go back to that establishment for either accessories 
or another car? He did not and will not. The manager of 
that deparement may have figured he had put over a clever 
deal, but was he really so clever? 

Tires are not expensive these days. Would it not have been 
better to take the tires from the car and inspect them. Then 
where the case is old and rotten put on another, perhaps 
not a new one, but one that on inspection shows the inside 
as O. K. If a casing has a blow out shoe in it to hold against 
a glass cut, it is only a matter of a few hundred miles, before 














“Panero az 


A few blocks farther and a rear tire blew out with a roar 





the shoe also cracks, the tube chafes and away goes both the 
tire and customer. 

Some dealers may have their own tire repair departments, 
but where this is not advisable it is possible, as in the case of 
the paint shop, to have an agreement with a certain tire repair 
shop whereby tires may be repaired both economically and well. 
Through connection with such a shop, used tires that are 
still really serviceable could be secured so that the buyer of 
the car could get with it tire mileage somewhat in proportion 
to the car mileage which still remains in the vehicle, 

This is not wild theory, nor yet philanthropy, but is sound 
business, for it is the part of wisdom to add enough to the 
selling price to cover the cost of such work, and then be able 
to reassure the customer as to the condition of the tires as well 
4s the mechanical details. Then a reputation for good mer- 
chandise is established which builds stability into the business. 
The same thing which applies to tires applies to batteries, for 
it is a common experience to find a used car in which the 
battery goes bad shortly after the car has been purchased. 
One possible reason for this is that batteries in used cars 
are often given no attention. Where cars are held for any 
length of time, the battery should be charged so as to prevent 
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destructive sulphation. In most cases, of course, the battery 
has merely been used until it is worn out, for the original 
owner of the car has used it until he has taken from the battery 
as well as the tires about all the useful life that was built 
into it. 

Ten dollars will rebuild a battery of the average type or buy 
a rebuilt battery. Battery work is not difficult and if a man 
in the repair station works on batteries a bit he can do this 
work with but a small amount of equipment. For the servicing 
of used cars alone, one dealer some time ago was planning on 
a battery department, for he said, “I can not afford to take 
a chance on my reputation for fair dealing by selling either 
new cars or used cars which do not deliver the goods, and if 
a battery falls down on its job I figure that I have also fallen 
down on my job of selling good transportation. I do not in- 
tend to work for nothing or to lose money, so we make a 
practice of telling the man who trades in his car, that his 
battery is down and out or soon will be if he has had from one 
to two years service from it. 

“Then we tell him frankly that we want his car when sold 
to some one else to give a reasonable amount of service and 
that to do this it must have the battery rebuilt. This costs 
us about $10 and we make a practice of deducting this from the 
allowance that we make. This enables us to give a square deal 
all around.” 

To gyp or not to gyp, that is the question. To build up a 
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The battery often follows after the tires—just naturally lays down 
on the job 





business that everyone regards with suspicion, or one that 
friends can bank on and competitors respect, that is the same 
question put the other way. Tires, batteries, tops, paint and 
engine, the dealer must decide. Are they good enough for you 
so that you would be satisfied to start out with that car on 
a thousand mile trip? If not, then they are not right for 
your customers. 


Many Prefer Open Type 


Spring is the time for the open cars, for it takes balmy air, 
the smell of things growing to stir up the wanderlust in the 
human heart. Cold days and bleak winds do not lend them- 
selves to the sale of open cars, so many of them must be held 
over until the weather co-operates with selling efforts planned 
by nature. Here the dealer may make the mistake of putting 
all the burden on old man weather and taking none of it him- 
self, and yet through the winter there will be times when 
mechanics are not loaded with work, or are even idle. What 
better, then, than to take the open cars one at a time, check 
them up and put them in usable condition, then as the time 
approaches when the for sale signs go up again, go after 
the paint and top work. 

Many persons still prefer the open type of car in spite of 
the increasing popularity of closed models, and for protection 
from the elements they like the appearance of the winter top 
in comparison with conventional covered jobs. Is this not a 
way of selling the open models even in winter, for the cost of 
a permanent top is often less than the difference in value 
between the closed and open cars and makes the car equally 
desirable. 
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Selling Winter Comfort at a Profit 


How the Live Dealer Can Capitalize the Seasonal 
Feature of His Business by Installing 
Merchandise That Will Make Cold 
— Driving Comfortable 
- PAUL DUMAS 






















Fig. 4..-Glass sides made up as side curtain 
units which are quickly detachable from the 
doors. When not in use they are stored in 
a compartment at the rear of front seat. 




























7 

Manufacturers catering to the field of 

_ winter comfort and safety build a wide 
variety of products ranging from special pI 
anti-skid chains to warmers for the “ 
steering hand wheel. A nice profit can 7 
be made on such merchandise, but if the oi! 
dealer wants to get the most out of the of 


season he should get down to the funda- 
mentals behind comfortable winter driv- 
ing, which can be evolved around this 
























slogan: 
~~ Ri “We make a closed car of every open 
acne a model,” or words to that effect. In other 


words, instead of concentrating on small 
Our Dad bought this car five years ago. It’s a six cylinder and Dad thinks it runs nicely. items of winter equipment the dealer will 





In Winter we put the car in the barn because Dad’s got the only fur coat in the family. base his selling efforts on the definite 
OST of the paved highways will idea of making all the open cars in his 
: territory the equal in comfort and ap- 
be kept open for traffic this 
M stony aa there will be few Get More Cars on the Road pearance of the modern closed car. When 
cars on these sood roads all on account Most dealers have planty of busi- the dealer has sold these essential items 
ss in Summer he can go after the owners of the con- 
of the fact that about four-fifths of the — ‘ ; 
M dealers h little busi- ; 
vehicles in use are open models. Every- enue Winter ave very little Oust verted and closed models and ask them 


to buy the various other winter fitments. 























































body knows that the open model from a The big difference between Summer 
standpoint of passenger comfort is not and Winter is that there are more The Average Retail Market 
suited for cold weather use. The live — on the a in yo se eas In the average territory the figures ob- | Fig 
his season o get enty oO usiness durin . . ‘ 
scr ap ge of the Winter get me cars on the roed. peg ning po op Prog will = - 
che open ene. To get more cars on the road in y W 8 GTOe. RUMSF CF Open Cah 
Winter sell something that makes one to five years old which range it F pay 
The idea is to sell to open car owners Winter like Summer. price from $300 to $2,500. The investiga- F for 
the merchandise and labor that will con- tion of the same territory will also pon 
vert their vehicles into closed models. ne 
By selling them on the idea of driving a 
in comfort this winter, the dealer has $400 
placed them in an attitude where they s=S==® SSS and 
will want to buy the specific items that ———.. othe 
make such comfort possible. Special ARNT Teall MUU hate itt wll el tha. . ; aie 
tops, glass enclosures, and heaters are if h 7, midi - Spee 
the essential items that are required to i tt i ie i a to 
convert an open car to a comfortable A iE nN ius | on hit Mises on t 
enclosed model. i | a Ni | 
— DOSsi 
Every geographical location has its in- = = Th 
dividual dealer conditions so that in order o_o must 
to get definite results the dealer should ff i it is 
make a study of his territory before fi deale 
plunging into reckless buying of mer- ‘@ mark 
chandise. In this study the dealer will class 
want to find out how many cars of the are 
open type are in the territory. He will tops 
want to arrange these cars in their vari- as th 
ous price classes and lastly he should it is 
find out how many open and eiiclosed oak SS out y 
models are equipped with heaters. When ce ——.—-~.. & 1 
he has answered these questions he will 
be in a position to take definite action [hjs is our same old car. Dad drives us to school in Winter but Ma makes me and m! Sen 


on his purchases and selling efforts. sister wear galoshes. 
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This is our old car. Now I don’t have to 
wear galoshes. 





probably show a small number of open 
cars of various ages, the original list of 
which places them in the $3,000 and high- 
er price class. 

There will be the conservative owner 
of a low or popular priced car who will 
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every dealer is most familiar. This type 
of top is fitted to the majority of standard 
touring cars, especially in the low and 
popular priced class. Although this top 
construction is not so good looking as the 
other models described hereafter it is 
possible to install on it, very efficient and 
very reasonably priced enclosures. 


The second distinct type of top which 
is a comparatively recent creation is 
known as the Permanent top illustrated 
at Fig. 2. This top is a glorified version 
of the regular folding cape top and is 
sometimes confused with it. It differs 
from the regular folding top in that the 
sides are worked out and padded on the 
inside to give a smooth appearance The 
roof portion is also worked out over the 
bows and reinforced so that there is no 
sag between supports. The permanent 
top is now being furnished as regular 
factory equipment by a number of car 
manufacturers. In some cases the “Per- 
manent top” is fitted to what are generally 
termed “sport model” cars of five or 
seven passenger capacity. The perma- 
nent top very nicely lends itself to the 
installation of glass enclosures, the re- 
sult generally comparing favorably in ap- 
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Fig. 1—Top: The regular old style one man folding cape top. 
Fig. 2—Bottom: Permanent type of top which is now fitted as regular equipment on some 


open model cars. 


This top is not foldable but lends itself admirably to installation of 


a Winter enclosure. 


pay as much as $65 to make his car com- 
fortable for winter. Then there is the 
occasional owner who has a high priced 
car probably several years old who will 
hot object to the spending of as much as 
$400 for sensible winter equipment. Now 
and then the dealer will encounter an- 
other type of owner, the young fellow 
who has some kind of a roadster or 
speedster who won’t put much money into 
atop or enclosure, but who can be sold 
on the advantages of warm feet made 
bossible by a good heater. 

The selling price of the equipment 
must be in keeping with the car to which 
it is to be applied, which brings the 
dealer to a consideration of what the 
market offers for the buyers in each 
class. It is generally conceded that there 


/are three general types of automobile 


‘ops and several types of enclosures and 
as the types have a direct effect on price 
it is worth the dealer’s time to find 
out What is what. 


Types of Enclosures and Tops 


The regular folding one-man cape top, 
% shown at Fig. 1 is the one with which 


pearance with the average closed model. 

There is another type of top that comes 
within the general classification of per- 
manent, that is called the California and 
sometimes the Winter top. This type of 
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Fig. 5—A very lightweight enclosing device 
which consists of Pyralin curtain units set 
into spring steel frames which move up 
and down like a roll top desk. When not 
in use the curtain units remain in their 
guides under the roof of the top. 


permanent top differs from the factory 
equipment permanent top in that it 
usually has a curve and formed rear 
panel which is brought farther towards 
the front than the small leather wing ex- 
tensions used on the regular permanent 
tops. In some cases the rear panels of 
these winter tops are fitted with glass 
windows. Several types of California 
winter tops are illustrated at Fig. 3. 
California tops always include a glass 
enclosure, which can be removed by un- 
screwing from the door and body panels. 
In some Winter or California top con- 
structions the original doors are removed 
and an entirely different set of full length 
doors installed, as part of the enclosure. 


Something to Fit the Pocketbook 


Not every open car owner is in a posi- 
tion to purchase a permanent or winter 
top because the price may be beyond his 
reach and probably not in keeping with 
the intrinsic value of his car. When the 
dealer encounters such an owner, which 
he will frequently, he should try to sell 
something less elaborate and less expen- 
sive. Such an article will be something 
that will take the place of the side cur- 
tains and be installed for use with the 
old top. The name applied to such 
equipment is “Glass Enclosures” or 
“Glass Sides” and they are made in a 
wide variety of price and style. 

Starting at the bottom of the list the 
dealer will find on the market several 
makes of special metal or wood frame 








This is our old car. 





Sis came home from college just before Christmas. 
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Fig. 3—Three styles of California Permanent Tops. 


side curtains which can be used with 
the regular folding top of the open car. 
Some of these attachments use Pyralin 
but in the majority, glass is used instead 
of celluloid. 

A recent development in the glass en- 
closure field for application to old style 























Fig. 6—The most widely used enclosure is 

the type wherein the glass door extensions 

are bolted to the doors. This is an interior 
view 


tops is the outfit shown at Fig. 4. This 
outfit is made for attachment to the top 
of the doors, but unlike most enclosures 
the glass panels may be instantly de- 
tached without removing any bolts or 
screws. When not in use the panels 
are stored in a compartment back of the 
front seat. Devices of this type retail 
for approximately $60 for Fords and are 
available for attachment to practically 
all of the well known Cars. 

Still another style of enclosure is the 
modified curtain outfit illustrated at Fig. 
5. In this installation Pyralin is used 
instead of glass, but the device is fea- 
tured by the fact that the transparent 
panels may be raised or lowered ver- 
tically to any desired degree. The Pyralin 
curtain units are fastened to a frame 
made of spring steel so that when opened 
they slide up and underneath the roof of 
the top, in much the same manner as a 
roll top desk. When it is desired to close 
them during cold weather they may be 
slid into position instantly. This type of 
equipment can be attached to old style 
tops and is slightly lower in price than 
the previously described enclosure. 

A third general type of enclosure is 
illustrated at Fig. 6. These outfits origi- 
nated with the California type of top, of 
which they are always a part, but of 
late years manufacturers have developed 
them to a point where they can be in- 
stalled on a folding type top. They are 
made in panel form, having either a 
wood or metal sash with the glass set 
into felt lined channels. To provide a 
support for the door extensions a longi- 
tudinal wood strip extends from the top 
of the windshield at each side to the top 
of the rear bow socket. This strip which 
is common to practically all makes of 
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this particular type of enclosure is known 
as the “deckrail’” as it functions to hold 
the panels rigid and to act as a buffer 
or jam for the door extensions. 


The late models of this type of en- 
closure are so constructed that the glass 
in all doors slides horizontally instead of 
vertically thus allowing installation on 
bodies not equipped with outside door 
handles. The general style of enclosure 
has the door extensions either bolted or 
screwed to the original door panels, but 
in every case the extensions can be re- 
moved when it is desired to change over 
to an open model. This type enclosure 
retails for from $60 to $300. 


Cars That Can Be Fitted 


In studying his territory the dealer 
should confine most of his efforts to the 
owners of cars of a vintage of 1921 ard 
later. This is because the majority of 
top and enclosure manufacturers do not 
stock production models to fit cars built 
previous to 1921. There are, of course, 
exceptions to this especially in the case 
of those cars the construction of which 
has remained much the same during the 
last five years. The dealer may en- 
counter at some time an owner who has 
an older car, probably a high priced one, 
which is in need of an enclosure and 
perhaps a new top. The procedure in 
this case is for the dealer, if he does not 
have his own trim shop, to have a busi- 
ness connection with some near-by trim- 
mer or custom top maker. The dealer 
will secure an estimate from the trimmer 
for the job and then direct the owner to 











An enclosure is always furnished with a California top. 


drive to the latter’s establishment for 
installation of the merchandise sold. 
Stock enclosures built to fit certain 
makes and models of cars are generally 
shipped in very compact crates and in 
every case can be installed by the regu- 
lar garage mechanical personnel. Cali- 
fornia or Winter tops can be obtained 
from stock for various makes and models 
of cars. As the leading manufacturers 
are constantly adding additional stock 
models and as each maker has a Slightly 
different list it is advisable for the dealer 
to get in touch with several of them for 
specific information regarding prices and 
makes of cars covered. These same man- 
ufacturers can in most cases direct the 
dealer to a trimming establishment where 
the manufacturers products can be re- 
vised for installation on any make of car. 


Types of Heaters 

Heaters like tops and enclosures have 
undergone considerable development in 
the past two years. They are being used 
in increasing numbers as factory equip- 
ment on closed model cars which fact 
in itself gives the dealer a good line of 
argument for the sale of them to owners 
having closed and enclosure models not 
so equipped. In construction the heaters 
now on the market may be divided into 
three general classes. 

The first heaters were of the exhaust 
gas type, using a construction wherein 
the exhaust pipe was tapped and the 
hot exhaust gas conducted by means of 
tubes to a radiator in the rear compart- 

(Continued on Page 48) 



































Fig. 7——Conventional type exhaust gas heater wherein gas is circulated through radiato! 
Fig. 8.—Direct radiation type of heater which, by its principle of construction, cannot be 
come clogged with carbon. 

Fig. 9.—Another style of direct radiation heater designed for heating rear compartment ol 
small closed cars 
Fig. 10.—An efficient radiation type that combines muffler and heater in one unit 
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Progressive Automotive Merchants Are Taking Advan- 


hares O cA Business Worth PushineNow 


tage of Winter Sales Easily Made—Department 
Brings in Many New Customers 


By A. H. PACKER 


66 ROM now until the demand slacks 
J ot I intend to do nothing else 
but,” said one successful radio 
dealer. He referred to spending his time 
pushing radio sales, and yet his store is 
primarily a tire and accessory shop. Many 
a man in the same position, operating a 
neighborhood accessory store is to be 
found in the back of the shop tinkering 
with a worn out tube or a horn that fails 
to horn in, but this man is different. 

So while the automotive business has 
its seasonal dip, this progressive mer- 
chant takes advantage of radio, fills in 
the dip and makes it a hill instead of a 
valley. Nor is he the only one. In the 
cities, in the towns, wherever people live 
and dealers have their eyes open there 
will be found the live ones, also here and 
there a dead one. 

“T don’t know anything about radio. 

“I'd rather put in my time pushing my 
regular business. 

“I have heard of a fellow that lost a 
lost of his regular customers on account 
of spending his time on radio.” 

Such are some of the wails from the 
fellows who have not yet seen the light, 
and yet it does not take much knowledge 
to sell a complete set. What you are 
selling is enjoyment, knowledge, contact 
with the world, dominion over space. The 
technical details are few and easily 
mastered by the autoinotive dealer. 


Fans Demand the Best 


Radio users are not content to have 
a half-way set; they may start in with 
that sort, but soon demand a better one. 
So it behooves the man who sells radio 
to stay away from the half-way proposi- 
tions, connect with the better type of 
manufacturers and sell the best, then 
the sets stay put, and the satisfaction sold 
with the set brings in more prospects. 
With the complete well-known sets, the 
servicing is a simple matter. If the set 
itself is defective back it goes to the 
factory, while the testing of the acces- 
sories is easy. 

A hydrometer and a voltmeter test the 
“A” battery. Surely nothing hard in that 
for men who have been working with 
automobile electrical systems for years. 

The “B” batteries are also tested with 
4 voltmeter, an inexpensive one, capable 
of reading somewhat higher than the 
voltages found on motor cars. When 
tcomes to the tubes, it is not enough 
0 see that they light up, but it is also 
lecessary to test the other features, for 
the ability to carry current to operate 
the phones is an essential part of the 





A classy radio set like this on display in 

your show room or window, will pay for 

itself in the attention it attracts, so that 

you gain automotive as well as radio 
customers 


tube that is to give good service. Here 
again, however, technical knowieuge is 
not needed, for tube testing sets are on 
the market which only require inserting 





the tube and turning on the current to 
see whether everything is all right or 
not. In a set of this sort one meter 
checks the filament and the other checks 
the phone current which would flow in 
the plate circuit. Either the tube works 
or it does not, so that trouble is easily 
found. 


Handle Well-Known Sets 


Dealers who are afraid of the technical 
side are somewhat like the child who 
is afraid of ghosts, for there is in reality 
nothing to be afraid of. Of course if 
the dealer is trying to compete with the 
manufacturer of sets, then he would need 
to know all there is to know about the 
inside workings of radio, but as one small 
town dealer said, “There is no money in 
building sets and then trying to sell 
them. In the first place while you are 
making a few dollars putting the parts 
together, you are losing sales that you 
could have obtained talking to prospects. 
Then if everything is not just right you 
have to spend a lot more time finding 
the trouble and when you come to sell 
the outfit you do not have the reputation 
back of the set that you would have if 
a nationally advertised and well-known 
product were being presented to the 
prospect.” 

The only reason for dabbling with 
parts at all is to keep the friendship of 
the fellow who is not yet sufficiently en- 
thused to put enough money into it to 
get a good set in the first place. After a 
man has made a set or two and has found 
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Do not put all your eggs in one basket. 
window is half and half. The radio goods may be in the limelight but the background is 
made up of automotive accessories 


Make radio interest sell your accessories. 


This 
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Cleanliness is featured in the garage of this electrical service station, while the radio display invites you in and asks you to stay 


that he runs into many difficulties and 
then does not have the results antici- 
pated, he is ready to consider buying a 
real set, and if he has had friendly rela- 
tions with some radio dealer, the chances 
are that that dealer will get his business. 

If there is one thing more than others 
which is promoting sale of motor cars 
today, it is the reliable service which 
the dealer is able to render. In the same 
way the service a radio dealer will render 
will be the making of radio sales, for 
while the layman is becoming acquainted 
to some extent with the various parts 
of his car, he is still rather at sea when 
it comes to the operation of his radio 
set. Nor does this mean that the service 
work is arduous or difficult. A run down 
battery stumps the radio user but is 
simple as A B C to the electrician; much 
simpler in fact than a lot of the trouble 
shooting which must be done on a motor 
car. 

Many radio dealers, also running good 
accessory departments, always quote the 
price of a set so as to include the in- 
stallation, for with standard sets it is 
a matter of an hour or less to get the 
set operating, and the precaution is well 
worth the effort. Sets have been thrown 
out as no good and others purchased 
merely because some little thing had 
gone wrong and the dealer had no serv- 
ice facilities to take care of his 
customers. 


Testing Simple Process 

One service manager in a large de- 
partmentized establishment, a man capa- 
ble of shooting any sort of electrical 
trouble on a car, was puzzled over test- 
ing the circuits of a transformer. He 
would know exactly what to do to see 
if a field circuit was broken in a genera- 
tor, and yet in the transformer where 
there were but two circuits he was 
stumped because the job looked different. 
All he needed to do was use the phones 
as a detector, a cell of a “B” battery or 
“A” battery as a source of current, and 
see if he could get a click in the phones 
when using one of the transformer wind- 
ings as part of his phone and battery 
circuit. After he saw how simple the 
testing was he wondered why he had not 
seen it before. 

Some dealers will put in a stock of 
small parts and wonder why they do 


not have any luck, when they are trying 
to compete with the five and ten cent 
store people, without having a five and 
ten cent store organization. Other deal- 
ers will put in expensive sets in con- 
nection with a shop full of grease and 
dirt, with old parts scattered here and 
there, with no place where either a man 
or woman well dressed would care to 
stay while the set is being demonstrated 
and then will wonder why they do not 
make money on radio. 


Right Surroundings Necessary 


The money is in the good sets, but the 
surroundings must live up to the appear- 
ance of the set. Otherwise those having the 
money to buy these instruments will not 
come near your place. The bait must 
be right or the fish do not bite. The 
musical houses recognize this and have 
furnishings which are in keeping with 
the surroundings to which the prospects 
are accustomed. If the automotive 
dealer will copy the sales methods of 
the music dealer and then apply to his 
selling the service methods he has found 
effective in building good will, he will 
make sales beyond his most sanguine 
expectations. 


One neighborhood dealer in the out- 
skirts of Chicago has the reputation of 
selling more of one well-known make 
of radio than any other automotive dealer 
in that territory. His place is primarily 
an electrical service station and one of 
the illustrations shows the neatness and 
cleanliness of the garage portion of his 
shop. The white lines on the floor point 
to the orderly methods along which he 
conducts his business. The other illus- 
tration next to it shows his radio sales- 
room. It is not large but is attractive. 
Two or three well finished sets are on 
display and during the winter season 
he sells from $20,000 to $30,000 worth 
of radio equipment without having any 
salesmen except those in his shop who 
talk to the prospects who come in. 


.Window Display Pulls Sales 


His front window is as attractive as 
his interior radio display and is the sales- 
man that is really responsible for the 
initial sales. Of course the courtesy re- 
ceived inside has a lot to do with it, as 
well as the service rendered when the set 


is balky, but the window is a sales maker 
of inestimable value. 

This fact was lost sight of by one 
radio dealer whose business was pri- 
marily one of selling and servicing bat- 
teries. His window was full of radio 
batteries, large and small, “A” and “B”, 
and apparantly his mind was so en- 
grossed on the battery side of the ques- 
tion that he forgot the equally important 
issue of selling sets. True he had sets 
well displayed inside, but was not tak- 
ing advantage of his window facilities. 

“Why do you have no sets in the 
window?” he was asked. 


A Solution for the Difficulty 


“Well we tried it,” he replied, “but 
we found that the sun blistered the 
varnish on the sets we displayed and 
awnings would cost so much we hardly 
believe it pays.” Perhaps he is right 
about the awnings, but is there no other 
solution to a problem of this sort. Wonder 
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This sign displayed in neighborhood store 
brought in some charging work and gav' 
much indirect publicity to the battery shop 
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what the maker of such a set would say 
if the matter were brought to his at- 
tention. Perhaps he would be glad to 
know about it and would use a finish 
that would stand the sun, either a var- 
nish or some other finish. 

Wonder what we would think of a 
motor car maker who recommended that 
the car never be used when the sun was 
shining, because it would blister the 
varnish. 

Then it would seem possible to have 
a set refinished for a few dollars, even 
if it did become shop worn and blistered 
from being in the window. If it sold 
two or three sets, even, by being there 
and brought a few hundred dollars into 
the cash register, it would surely pay 
well for the expense involved. Call this 
a silly argument if you will, and yet it 
is just such simple obstructions, really 
nothing when you run them down, which 
are preventing dealers from making their 
business profitable all the year round 
instead of in the summer months only. 


Field for Battery Sales 


Of course the man who was featuring 
storage batteries for radio usage was 
doing a good thing, and while he was 
stressing it to the point of overlooking 
the radio set itself, other dealers are 
making the opposite mistake and push 
the sale of sets, while forgetting that 
there is a big field for the sale of storage 
batteries. Then after the sale of a bat- 
tery it is only natural that the dealer 
will either get recharge business or else 
sell a charger of some sort and the 
money continues to come in, no matter 
which way the pendulum swings. 

Radio presents a special opportunity 
to the battery shop which is equipped 
with a constant potential charging outfit, 
because of the quick service which it 
makes possible. One progressive battery 
shop takes advantage of the need of 
radio battery charging facilities by mak- 
ing the drug stores and barber shops in 
the vicinity its sub stations. A sign is 
displayed which calls attention to the 
“One Day Service” which this station is 
ready to render and not only does it 
bring in recharge business, but also 
serves as a good advertisement for the 
concern. 

In recharging radio batteries, it is usu- 
ally found, however, that, due to using 
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The man who runs this store is not forgetting winter sources of profits in automotive mer- 


chandise. 


He has radio sets on display, but he has also just received a quantity of tire 


chains, so as to cash in on the first bad day that winter slips him 


the battery to the point where the set 
absolutely refuses to work, sulphation 
has progressed to the point where careful 
charging is needed. It is then found 
advisable to take radio batteries in at 
night, put them on a series charging line 
so as to break down the sulphate at a 
low rate of charge, then in the morning 





Its no trick for the auto electrician to give 

service on radio sets. A tube tester like this 

Jewell instrument checks one of the vital 

parts and electrical common sense does the 
rest 


put them on the constant potential line. 
In this way overheating is avoided and 
the batteries are brought up in good 
shape by the following evening. 


Caution and Foresight Required 


Like any business a certain amount of 
caution and foresight must be exercised 
in order to take advantage of the op- 


The man who can operate an electrical test bench can build sets if he wants to. The set 
shown here is built for fun only. The proprietor says it takes too much time and he can 
make more money selling high class sets that are well-known to the public 


portunities that are there. Changes are 
occurring so rapidly in radio develop- 
ment that it is unwise to load up heavily, 
except for the winter demand, and radio 
dealers make it a point to keep their 
stocks very low during the summer 
months. At this time of year, however, 
the dealer is more likely to find himself 
sold out just at the time when the de- 
mand is greatest unless he carefully 
gages the demand and places his orders 
accordingly. 

“Sell for cash?” 

They certainly do—the ones who are 
making the money and do not believe in 
taking chances. Those who really want 
a set can scrape up the money. 


PICTURE WAS OF REPUBLIC TRUCK 


In the Oct. 16 issue of Motor AcE 
there was published a photograph of a 
Republic motor truck used by the Straus- 
Frank Co. of San Antonio, Tex., as Serv- 
ice Equipment Field Truck No.1. It was 
erroneously stated in the caption of this 
photograph that it was a Federal truck. 

N. Y¥. HAS NEW TRAFFIC CONTROL 

NEW YORK, Nov. 1—Something new 
in the way of traffic control has been 
adopted by the police department, which 
hopes to have it in operation within a 
few weeks. The innovation is a new 
electric signal system which will move 
traffic in the manner of a weaver’s loom. 
When it is in operation all east and west 
bound traffic in the congested zone will 
be moving while north and south bound 
traffic will be stopped, and vice versa. 


The new signal posts will be placed at 
four block intervals on all the north and 
south thoroughfares except Fifth avenue, 
which will continue to use the tower 
system. 


In addition to this the police depart- 
ment has installed one-way traffic in 
every east and west street from Bowling 
Green to Fifty-ninth street and also has 
ordered that there shall be no parking of 
more than an hour’s duration in the pub- 
lic parking stations. 
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Let’s Be Comfortable 


More Than a Third of Our Lives Are Spent in the Shop 
or About the Building—We Spend Large Sums 
for Heat in Winter, Why Not Cash in 


on the Expenditure 


By TOM 


Pete. “Been wearin’ my over- 

shoes all day, too. Guess [ll 
have to get a pair of felt boots or Ill 
have chillblains.”’ 

“What makes this floor so cold!” Jim 
piped in. “I got a lame back yesterday 
from workin’ on them connecting rods. 
Here I been shovelin’ enough coal into 
that boiler down there to heat up a circus 
tent but seems like it don’t have no effect 
on this dump. The radiators and coils 
is hot enough but the heat just goes up 
and never comes down.” 

If we were aware of the amount of loss 
from preventable heat leakage in the 
garage and shop, we would be appalled. 
We may burn 20 to 100 tons of coal, even 
more, making our building habitable and 
even then the floors are cold and drafty 
and then men in the shop suffer continu- 
ally when a little attention would work 
wonders both in comfort and in reducing 
coal bills. 

Our buildings are often constructed 
with the idea of reducing cost to the low- 
est point when a little more first cost 
would increase the comfort and reduce 
the upkeep tremendously, paying back 
the extra first cost many fold in the 
course of the life of the building. 


“Oz boy, but my feet are cold,” said 
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Fig. 1—Here the dotted arrows show the 

movement of cold air and the solid arrows 

show warm air. Note that the warm air goes 

out at the top and the cold comes in at the 
bottom of the room 


WILDER 


There are a few items of building con- 
struction which from their nature cannot 
be improved greatly, but often they can 
be made as perfect as their nature will 
permit. Windows, for instance, are great 
sources of heat loss; the thinness of their 
glass offers a ready means for heat 
escape. The thinness, of course, is neces- 
sary for clear vision, for light entrance 
and for reasonable cost, but there is no 
excuse for poorly fitting sash and broken 
glass, while weather strips and new 
glass are so easily obtainable and easily 
applied. 


Method of Heat Measurement 


But to start at the beginning it must 
be understood that heat is the intangible 
stuff that we are concerned with. We 
produce heat by burning coal or oil or 
wood with air and the heat produced can 
be measured in calories or British Ther- 
mal Units, the latter being the standard 
in this country. One B. T. U. is the 
amount of heat required to raise the 
temperature of one pound of water one 
degree F. and every pound of fuel will 
produce its respective number of B. T. U. 
Oil gives about 22,000 B. T. U. per pound; 
anthracite coal (high grade), 14,000 
B. T. U.; bituminous coal (high grade), 
12,000 B. T. U.; bituminous (very low 
grade), 6,000-8,000 B. T. U., the difference 
being mostly in the amount of foreign 
matter contained and remaining as ash. 


When the fuel is burned in a stove or a 
hot air furnace the heat is transferred 
directly to the air which, as it becomes 
heated expands, and so becoming lighter, 
rises while cooler, heavier air rushes in 
to take its place. 


After the heat is transferred to the air 
there are two ways that it escapes from 
the room; by being conducted through 
the partitions or by the warm air escap- 
ing through cracks. Otherwise once 
warmed it would remain warm all win- 
ter. These two methods of heat escape 
are shown graphically in Fig. 1, where 
the solid arrows represent heated air, the 
dotted arrows cold air and the arrows 
with a circle represent heat escaping by 
conduction. 


Heat Escapes 


As stated before, heated air rises and 
cold air rushes in to take its place and 
this takes place with considerable force; 
in fact, a force responsible for the wind 
and the hurricane. So, with cold air out- 
side and warm air inside there is a tend- 
ency to circulate which is increased as 
the difference in temperature is in- 
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A comfortable place to work makes winter 
life worth living 


creased. Hot air inside blows out 
through every crack and crevice at the 
top of the room while to take its place 
cold air outside blows in at the bottom 
as if propelled by a pump or blower. 

If a door is opened in the summer 
when the temperature is the same out- 
side as inside, there is no circulation ex- 
cept that produced by a breeze, but on a 
cold day in winter the cold air will rush 
in at the bottom and out at the top of a 
tremendous rate even on a perfectly calm 
day. But suppose there are no cracks 
for the heated air to escape, some of the 
heat would still get out though the air 
remained. The walls and ceiling in con- 
tact with the outside air would give off 
heat in proportion to their conductivity 
and would in turn absorb heat from the 
inside air. This process is shown in Fig. 
2 where the effect of a wall on the air 
on either side is illustrated. 

With these facts in mind we must pro- 
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Fig. 2.—Heat that is conducted through the 

wall is here represented by arrows bearing 

a small circle. This action is accompanied 

by the heating of the outside air in contact! 

with the wall and by the cooling of the w 

side air as indicated by the solid and dotted 
arrows 
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ceed to eliminate the places where hot 
air leaks out and where cold air leaks 
in and where the nature or construction 
of the division permits heat to be con- 
ducted through it to excess. 

The former are represented by cracks 
under doors and around windows, broken 
glass, shingled roofs and a thousand lit- 
tle plaster and wall cracks that we never 
think about while the latter are repre- 
sented principally by glass, thin walls, 
sheet iron walls and roofs, loosely 
boarded roofs with thin composition roof- 
ing. 


Car Entrance Principal Offender 


In the elimination of heat waste, it is 
best to start with the leaks, as the losses 
by cqnduction are mostly due to con- 
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Fig. 3—The only way to make a threshold 

stay put on a concrete floor is to break 

away the old floor so that the new will make 
a solid bond 


struction that cannot be changed except 
at considerable expense. After the leaks 
are stopped then it is time enough to 
start work on some of the other things. 

Usually the car entrance is the princi- 
pal offender. There is a wide crack un- 
der it and general looseness all around. 
If the doors are not solid so that they sag 
down, attach a small rod with a turn- 
buckle inserted with the outer lower cor- 
ler diagonally up to a point near the 
upper hinge, tighten till the door hangs 
level and then install a threshold which 
may be either cement or wood but 
should be cement if the floor is cement. 
See Fig. 3. A tie of this sort is always 
good on a large door because it can 
always be tightened as the door sags 
from drying out or vice versa. After the 
bottom is made fairly tight, weather 
strips may be fitted all around. Either 
felt, rubber or metal may be used but 
hetal ig preferred on account of its per- 
mManence; rubber gets hard so that it 
stops functioning, while felt becomes de- 
tached from the moulding very easily. 

There are many types of metal weather 
strips but there is one requiring no spe- 
tial tools to apply it, being simply a band 
of thin bronze tacked down on one edge 
80 that the other springs up to fill the 
‘pening between the door or window 
frame and the jamb. See Fig. 4. 

Steel sash and doors are less liable to 
be loose since they are fitted tight when 
made and do not swell and shrink out of 
shape like wood. 

The next place to look for leaks is 
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around window frames where the wood 
has shrunk away from the brick work 
leaving a crack. This may be calked 
loosely with calking cotton, using a putty 
knife. The cotton should not be pounded 
in with a calking tool for fear of spring- 
ing the frame so that the windows will 
not slide easily. 


Heat Escapes Through Roof 


Another source of heat loss is through 
roof ventilating stacks, fan ventilators 
and all kinds of ventilating equipment. 
These devices are installed to exhaust the 
air but there is often no means of stop- 
ping the openings by means of an effec- 
tive damper when their use is not 
wanted. This is especially true of the 
roof ventilators, the controls of which 
become broken or tangled and no one 
realizes the amount of warm air that 
pours out through them during the win- 
ter because it is always going out and 
the only effect is cold air rushing in 
somewhere to take its place. One of 
these open ventilators could easily take 
the heat from three to four tons of coal. 


A similar condition exists where a 
shingled roof has no plastered or tight 
ceiling under it. The heated air literally 
oozes out through the cracks between the 
shingles; the cracks are not large but 
there are thousands of them. The easiest 
antidote for this is to seal the underside 
of the rafters with some sort of pulp 
board which comes in 4 ft. widths and 
various lengths. Plastering, of course, is 
another method but more expensive. 


In a frame building there are many 
chinks around the walls where they meet 
the roof but in a brick building with 
walls extending above the roof this is not 
the case. However, if the roof projects 
over the walls there will, undoubtedly, be 
bad cracks which should be stuffed with 
cotton or oakum., 
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Fig. 5.—Pollution of the shop air and then 
ventilation to remove the fumes is a waste- 
ful procedure. Install a pipe like this with 
hose attachments and conserve the warm air 
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Fig. 4.—Metal weather strips of this type for 

all swing doors and windows are easily ap- 

plied and very effective. Felt and rubber 

are not so serviceable, but good while they 
last 


How to Build the Roof 


Coming now to the loss through con- 
duction the greatest offender is glass, 
which if extensive causes a great drain 
on the coal bin. However, light is the 
most important feature of the shop and 
to cut down glass areas to save fuel 
would be a great mistake. Some day 
sash with double glass will be popular; 
we put storm windows on our houses, 
why not on the shop windows? 

The other great offender is the roof 
which in the usual garage is a sheathing 
of 1-in. boards over which is a layer of 
asphalt roofing paper. If the sheathing 
is matched and fitted tightly the roof is 
fairly nonconductive, but if the boards 
are not matched or were laid green so 
that they shrunk apart badly, the hot air 
will circulate through the cracks, come 
in contact with the cold roofing and give 
up its heat very rapidly. 

A good garage roof should have two 
layers of matched sheathing separated 
by heavy building paper and topped with 
roofing. 

If the roof under consideration is 
poorly built as described before, a ceiling 
of pulp board on the underside of the 
rafters will do the work nicely. 

There is little choice in materials for 
outside walls, the thicker they are the 
less heat will find its way through them. 
Soft common brick is a better insulating 
material than hard vitreous brick. There 
is a slight advantage gained from an air 
space in a wall but experiment has 
proven that the advantage is slight unless 
the space is filled with some sort of ma- 
terial like fibre, mineral wool, asbestos, 
sawdust, etc., which will stop the circula- 
tion in the so-called dead air spaces. 

After a wall is built nothing can be 
done except apply insulating material on 
the inside. This may be in the form of 
wall board, plaster board or lath and 
plaster and will do a lot of good. 

One of the greatest mistakes in garage 
building is the use of sheet iron to get 
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F ig. 6.—In the diagram A, the effect of overhead coils is shown. Here the heated air re- 


mains in the top of the room, there being no pull to bring it down to the floor as there is 
in the layout of diagram B 


around more expensive fireproof con- 
structiaqn either for the roof or for side 
walls. lf ordinances compel the use of 
sheet metal for roofs it should be as a 
covering only with some other material 
such as plaster board to back it up and 
give warmth. Plaster board is made up 
of layers of paper and plaster paris is 
fairly fireproof and a very good insula- 
tor. 


Pollution to Be Reckoned With 


Sheet iron is really expensive con- 
struction because it is shortlived. No 
matter how well it is painted on the out- 
side moisture condenses on the inside all 
winter and gradually rusts it away so 
that there is nothing left but the paint. 
This short life combined with heat loss 
makes the cost of this material consid- 
erably more than would appear. 

One great source of waste is the pollu- 
tion of the air in the shop necessitating 
much more frequent changes than would 
otherwise be called for. If all car spaces 
or at least some of them were equipped 
with flexible tubes or hose to be slipped 
over exhausts when engines were to be 
run, all the fumes and smoke could be 
carried to a stack or through a pipe to 
the roof instead of being belched into the 
room. See Fig. 5. The garage can not 
be handled in this way but care can be 
taken to run engines only when abso- 
lutely necessary. 

Another means of conserving fuel is 
the complete separation of shop and 
garage by partitions and doors so that 
the garage need not be heated higher 
than 40 degrees F. or thereabouts, while 
the shop may be brought up to 68 de- 
grees F. The partition must extend 
from floor to ceiling and have tight-fitting 
doors just as if it were an outside wall, 
since the difference in temperature on 
the opposite sides is great enough to in- 
duce circulation through it if there is 
the slightest chance. 


If the shop room is large and hard to 
heat and for one reason or another it is 
not practical to remodel it for easy heat- 
ing, it is sometimes a good plan to en- 
close a small part of it with temporary 
but tight partitions so that the small part 
may be heated to a comforable tempera- 
ture. This enclosure, if large enough to 
hold a car, a section of bench and the 
necessary tools, makes a nice cozy place 
to conduct winter overhaul jobs. It may 
be heated in any way except by the use 
of a gas or kerosene stove, exhausting 
fumes directly into the room as these 
quickly burn up the oxygen, impairing 
the health of the workers. Engines must 
never be run in a room like this without 
conducting the exhaust outside. 


Design of Heating Plant Factor 


There is a great deal of comfort and 
heating cost determined by the design 
and layout of the heating plant. Often 
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the boiler, if steam, is not depressed but 
the heating coils are placed in the ceil- 
ing above the water line of the boiler. In 
this case the circulation of air is as 
shown at Fig. 6. The hot air all stays up 
between the coil and the ceiling and this 
superheated ceiling air makes escape of 
heat more rapid both by conduction and 
circulation through crevices. When coils 
are on the floor the heated air loses part 
of its heat on its way to the ceiling, con- 
sequently, the ceiling is not so hot; there 
is not such great loss and the circulation 
comes back down to the floor, which is 
the level of the coil. 

Where coils are already installed in 
the high positions, ordinary small ven- 
tilating fans will sometimes blow the hot 
air down or the cold air up, giving a 
more even temperature throughout. The 
fams should always be placed to increase 
the natural circulation rather than to 
break it up. 


Should Not Be Air-Tight to Fault 


There are furnaces recently put on the 
market to accomplish this result in one 
unit. The furnace is similar to an ordi- 
nary hot air pipeless furnace but is sup- 
plied with an electric fan which drives 
the air through it at such a rapid rate 
that it does not have time to become 
superheated. It is claimed that there is 
a very slight difference in temperature 
between the ceiling and floor of a room 
when this furnace is used. 

While stopping holes and leaks the 
garage and shop must not be made air 
tight to a fault. Ventilation is impor- 
tant but instead of letting the fresh air 
filter in and flow across the floor cold, it 
should be passed through a heating coil 
as it comes in and for this reason must 
come in through some prearranged pass- 
age. Fig. 7 shows means of accomplish- 
ing this without much trouble. It will 
be found that when the admission of 
fresh air is accomplished in this way the 
cold air coming in through other opet- 
ings will be less aggressive. 
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Fig. 7—When fresh air must be introduced it should be warmed to keep cold drafts {ro 

streaking across the floor from the opening to the nearest heating unit. It may be take 

through a window, the sash of which also serves as a regulator, or it may be taken throug 
a hole in a wall 
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Law-Making Assemblies Meet Next 


Year in 34 States to Again Start 


Grinding Out New Statutes 
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Trade Associations 


Should Be 
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Legislative Hoppers to Receive 
Many Automotive Bills 


By CLARENCE 


motive trade associations and their individual members. 

Its purpose, primarily, is to remind automotive organiza- 
tions that the season of legislative sessions is rapidly ap- 
proaching and that any programs looking to the protection of 
trade interests should be studiously considered and worked into 
operating form without delay. 

There will be legislative sessions next year in 34 states. In 
all these different commonwealths measures will be considered 
that affect more or less directly the automotive merchant. 

With the exception of Florida, which begins its assembly in 
April, all next year’s legislatures commence in January—which 
means that what associations have to do in the way of prepara- 
tions must be crowded into the space of two months. 

This is not a long period at all, conidering the many things 
to be done. In fact, considering the nature of the work, it is 
avery short allotment of time. 

The Motor Vehicle Conference Committee has furnished 
Motor AGE with a list of what it regards as the more important 
subjects of automotive interest likely to come up for discussion 
before the forthcoming legislatures. It might not be amiss for 
the association member to inspect this list and see if it con- 
tains anything in which his organization should evidence par- 
ticular interest at this time. Some of the subjects suggested 
doubtless will come up in 
4 number of state as- 


"[ inot article is directed especially to the attenion of auto- 
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of Compulsory Liability Insurance will be very conspicuous in 
legislative deliberations next year. 

The subject is one which has been discussed from all angles 
and we are continuing to receive a steady stream of reports 
cencerning meetings and conferences where this topic has come 
in for especial attention. Not long ago it composed the forum 
feature of a convention of the National Association of Insur- 
ance Agents at Milwaukee and according to reports it found 
no friends at this gathering. More recently still, George M. 
Graham, representing the National Automobile Chamber of 
Commerce, told the International Association of Casualty and 
Safety Underwriters at White Sulphur Springs, that the auto- 
mobile industry has not been able to convince itself “of the 
equity or efficiency” of compulsory insurance as a safeguard to 
traffic. There have been numbers of resolutions adopted in 
the trade opposing such a law. It is very evident that many 
members of the automotive fraternity do not believe such a 
law should be passed by any of our states. 


The Other Side Is Busy 


At the same time there is a school which believes we should 
have compulsory insurance laws and which will do what it can 

to effect their institution. 
The trade association, therefore, faces the necessity of arriv- 
ing at a policy of some 





semblies while several of 
them are issues which 
have assumed such prom- 
inence in general public 


in a box which accom- 
panies this article. 


discussions that they 1. Compulsory Liability Insurance. 
might be introduced as 2 
live issues in any of the covery of stolen vehicles. 
states at a later time, if 3 
not in 1925. The Con- Thereof. 
ference Committee’s out- 4 Fi gy sex 
line, as submitted to 5 stag a ey 
Motor AcE, is published License Charges. 
6 
7. 


Compulsory Liability 
Insurance 8. 


It will be noted that 
frst in the list appears 
“Compulsory Liability 
Insurance.” This would 
indicate that the Com- 
mittee thinks the issue 


erating Hazards. 


eral assemblies of 1925.) 





Legislative Issues Likely to Come Up Next Year in 
Various States 


. Certificate of Title Laws to Prevent Theft and Bring about re- 
. Drivers’ Licenses and Examinations Necessary for the Issuance 
. Highway Construction and Maintenance and Methods of Properly 
. Motor Vehicle Taxation—Form of Registration Fees and Other 
. Traffic Rules and Regulations, Including Hand Signals, etc. 

. Highway Engineering, Relating to Such Things as Signs, Elimi- 
nation of Curves, Lighting and Other Methods of Reducing Op- 
Motor Vehicle Equipment, Including Such Things as Lights and 
Their Adjustment, Brakes and Their Adjustments, etc. 

(The foregoing subjects are suggested by the Motor Vehicle Con- 


ference Committee as some of the most important issues relating 
to motor vehicle legislation that possibly will come up in the gen- 


definite character in this 
matter. 

What does your asso- 
ciation think of compul- 
sory liability insurance? 

Is a bill embodying the 
idea to be introduced in 
your state legislature? 

And—if it is to be an 
issue, what is the asso- 
ciation going to do? 

Will it translate its 
position into action or 
will it merely let out a 
groan and permit other 
interests to dictate what 
sort of law shall be en- 
acted? 

We know well enough 
what the live association 
will do. It will take or- 
ganized action and adopt 
a program with a kick 
in it. 
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“Certificate of Title Law to Prevent Theft and Bring About 
Recovery of Stolen Vehicles.” ‘That is No. 2 in the Conference 
Committee’s list. It is known that this will be proposed, most 
likely, in several states. 

The automotive merchant is as much interested as anyone 
in any sane movement designed to bring about a minimization 
of automobile stealing—but does he regard the particular meas- 
ure about to be voted on by his state’s legislature as the proper 
weapon? Is it strong enough to suit him? Is it practicable? 
Is it sensible, or is it wild? 


Watchfulness Is Important 


There are many ways to write a bill, and many of our laws 
that serve only to occupy space in statute books were written 
by men who purposely drew up meaningless documents, or 
else, who were not capable of competent performance. Useful 
legislation can be produced only through studious and pains- 
taking efforts. Nothing bears closer watching than the bill you 
want passed, and that, from the time of its original appearance 
to the time of its enactment as a law. Even when it has what 
it considers a safe majority of the assembly “pledged” to sup- 
port a measure in which it is interested the shrewd association 
will “sit on the job” and follow every word of that bill until 
the fight is over. 

We have heard much lately about licensing and examining 
drivers, and in the legislatures of next year this subject will 
assume frequently the form of proposed laws. Again we find 
an important issue upon which the association will be com- 
pelled to take a stand. It must decide what it thinks about 
the practicability of such a law, whether there should be one 
of any character, and if 
so, how far the law 
should go. That is the 
big point in considering 
this subject—and let it 
be said now that this 
general proposition is as 
susceptible to ridiculous 
extremes as the general 
question of motion pict- 
ure regulation. Leave it 
to certain types of ex- 
tremists and laws would 
be put into effect making 
every movie something 
well worth not seeing. 


The Prudent Distance 

Just how far the state should be permitted to go in prescrib- 
ing driver qualifications is one of the points that will come up 
in the legislative debates early next year and it is of concern to 
the automotive tradesman as to what the statute as finally 
adopted will prescribe. 

In legislation touching highway construction and its financing 
the automotive trades should surely have a hand. The trade’s 
position along this line has been progressive and much of the 
highway building accomplished thus far has come through the 
weight of its influence. Every state association should have 
a definite highway policy and part of that policy should be to 
insist that the state, itself, has a definite highway policy—a 
definite program that looks far into the future. Highway plan- 
ning should be conducted with the same vision as so-called 
“city-planning,” yet we regret to note that much highway de- 
velopment in our country seems without any particular theme 
or purpose. Much of the money wasted on state road building 
is lost merely because of this absence of design and direction. 
Follow a definite program so that the public can see it will 
eventually be given a real highway system and there will be 
much less complaining about taxes that go into such improve- 
ments. From a straight business standpoint the automobile 
tradesman should lend his assistance to the great movement 
of constructing better roads. 

A vital part of this movement hinges on what takes place 
in legislative halls. 


Motor Vehicle Taxation 


When it comes to a discussion of laws on the question of 
“Motor Vehicle Taxation, Forms of Registration Fees and Other 
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License Charges,” it is hardly likely any member of the 
fraternity will deny that the automotive trade association 
should take an active part. The issue of motor vehicle taxa- 
tion relates directly to the automotive tradesman’s business. 
Overtaxing the motor vehicle owner, and there is a drift in that 
direction, tends to discourage ownership. The trade must be 
the friend of the motor vehicle owner at all stages and in the 
capacity of a friend see that the owner is not the victim of 
unfair impositions. There is every reason why the trade asso- 
ciation should closely watch matters relaing to motor vehicle 
taxation when they come up in the state assemblies. 

It will not be disputed that automotive trade associations 
are vitally interested in the question of “Traffic Rules and 
Regulations,’ which the Conference Committee expects to be 
given a prominent place in next year’s legislative programs. 
Many of the associations have standing traffic law committees 
and we have knowledge of the institution of some very prac- 
tical acts and ordinances bearing on the subject of traffic con- 
trol that came into being largely through their activities. And 
why should they not assert themselves on these questions? 
For one thing the automotive tradesman has a business con- 
sideration here just as he has in the matter of highway im- 
provement. The free and easy movement of automotive vehicles 
over city streets and country roads is something which, as a 
merchandiser of automotive products he desires most natur- 
ally, to see acomplished. Much of the business volume of the 
future in the automotive trade is going to be measured by the 
convenience of motor travel. 

Congestion Limits Sales 

It might be ventured that more automobiles would be sold 
today in the large urban 
centers of this country 
were it not for the fact 
that poorly regulated 

qn : traffic, congestion and 
Ve NOM MH Dim, ‘limited parking facilities 
a h. Md Lag NEN ll ln Nes keep many persons out 
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hem 
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i eG of the automobile market. 
Not only does such a 
condition keep many new 

h owners from developing, 
but it minimizes auto- 
mobile usage by persons 
already owning them, 
thus reducing the nun- 
ber of times such patrons 

will come into the market for new machines and for mainte- 
nance. The automotive merchant is even more affected by 
traffic congestion than any of the competing interests in the 
transportation field. The steam line has its tracks, the “L’ 
being high and dry above the conflict and the subway having 
nothing to worry about but receiving and discharging 
passengers. 

Congestion does impede business generally for all factors 
of the economic system because human activity is slowed down, 
but where the rail transportation lines lose one fare through 
this complication they pick up many others, paradoxically, be- 
cause of the congestion—fares that, without the congestion, 
would be driving motor vehicles. 


Therefore, it is obvious that the automotive trade associa- 
tion is not stepping out of its sphere when it insists upon 
the enactment of regulations looking to facilitation of street 
and highway travel and questions related thereto. Not only 
are there instrumentalities along this line that the association 
has a right to urge, but frequently there are proposed devices 
of law which the association can rightfully oppose. 


The Motor Vehicle Conference Committee has given us 4 
most interesting list of topics that legislatures will consider 
next year in various states, and yet other subjects of direct 
concern to the automotive trade will no doubt be introduced. 
The committee is rendering the industry and the trade as well 
as the motorist, an invaluable service, but to cash in on its 
efforts the organizations representing the industry and the 
trade, in co-operation to a great extent with owner organiza- 
tions, must give attention to a huge task. 

(Continued on Page 74) 
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Cause and Effect 
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; . WAS A BALD HEADED CLOWN, WITH HIS TIRES AND TUBES, Was A STRIVING YOUNG MAN, 
He HAD THE BEST SERVICE SHOP Mabe ALL His DOUGH THOUGH HE OWNED NOTHING MORE 


IN THE WHOLE TOWN, FROM TOURISTS AND BOOBS, THAN A GASOLINE STAND. 
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Winter Profits Start With Christmas Sales 


Automotive Merchandise Can Be Sold For 
Holiday Gifts by the Progres- 
sive Merchant 


tive merchant certainly should cultivate. Automotive 

merchandise is now used or desired in the great majority 
of American families. The family with a car wants accessories 
and equipment that will add to the convenience and comfort of 
the car, and the family without a car wants one. 

Many automobiles are given every year as Christmas presents 
and the progressive dealer who is selling new cars has long 
since learned that it pays him to begin early to line up pros- 
pective purchasers who will be among those who present cars 
to wife, daughter, son or to the whole family. 

But the car itself is only a small part of the potential Christ- 
mas gift market for automotive products. In the field of fit- 
ments and accessories there is an almost unlimited opportunity. 
And the maintenance shop is by no means left out of the field, 
for in many cases it is possible to sell a badly needed repair 
or overhaul job as a Christmas gift. This is usually done by 
means of a certificate and flat rate quotation for the job. 

The Christmas sales campaign of the Automotive Equipment 
Association has been so widely promoted in the last few years 
that the idea of automotive gifts has been generally accepted 
throughout the country. To give the car owner, and especially 
aman, something for his car has been generally approved as 
a neat solution of the gift problem. 

What to give John and Joe and Bill is the ever present 
puzzle of the woman at Christmas time. John and Joe and Bill, 
if they are average meu, certainly would appreciate something 
for the car, but they may not think to suggest it. 

The problem of the automotive merchant, therefore, is 
largely to get the women of his community to come to his store. 
The salesroom usually is in the same building with the garage 
or service station and in some towns women are somewhat 
reluctant to visit these places. The first thing to do to over- 
come this reluctance is to make the salesroom clean and at- 
tractive and create about it an atmosphere of friendliness. It 
is useless to try to sell Christmas merchandise in an old 
shack where dirt and disorder are everywhere in evidence. 

Having an attractive place, the next thing is to draw the in- 
terest of the women. Much of the literature prepared this year 
by the Merchandising Department of the Automotive Equipment 
Association is designed to do that very thing. For instance the 
A. B. A. has published an attractive little booklet in red and 
green holiday cover containing a long list of automotive gift 
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dealers sell automo- 
tive products for 
Christmas gifts. The| 
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M. Lamp Co. was sent to dealers to point out to them the profit oppor- 
tunities of the Christmas season. The photograph of window display was 
used by the Metal Specialties Co. of Chicago to show dealers an attrac- 
tive manner of displaying accessories, making use of A. E. A. window 
At 


cards, with the slogan, “Give Something for the car this Christmas.” 
left is gift suggestion booklet issued by the A. E. A. 





Articles that may be purchased 


hased 
Articles that may be pure 
ti for from $2.50 to $5.00 


$2.50 or less 


Step Plates Bar Ca Pump 
Leck Radiator Cap 
adiator Cover 


Wrenches 

Wrench Sets 
Tool Kit 

Pliers 

Tools 

Spark Plugs 
Timer for Ford 
Stop Signal 
Parking Lamp 
Spot Light 
Flower Vase 
Cigar Lighter 
Ash Receiver 


ains eit Lighter 
Tire Chains 
Luggage Carnet 
Tire Cover 


Pump 
Tire Guage 


Cushions 
Flashlight 
lower Vase 
ater 








Tube 
Tube Patches 
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Moto Meter Lock 
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Visor Absorbers re Extinguisher 

Pump 
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Steering Wheel Clock Tires 
Lock Steering Thermos Bottle Visor 
Wheel Lunch Kit 


Christmas gift suggestion from the A. E. A. booklet 














suggestions grouped under various prices from $2.50 or less to 
$10 or more. This booklet is small enough to easily fit into 
the lady’s purse, and it has in the back three ruled blank pages 
where the Christmas shopper may write down the list of those 
for whom she expects to purchase gifts and the article selected 
for each. 

A wise distribution of these booklets either through the mail 
or by house to house canvass ought to bring a great deal of 
business to the merchant who has his imprint on the back 
cover. But of course the dealer should not depend on this 
alone. He must create the holiday spirit around his store and 
he must advertise in his local newspaper. 

Manufacturers this year are going to great expense to help 
promote the sale of their merchandise for Christmas gifts. A 
large number of those who are members of the Automotive 
Equipment Association have provided holiday boxes or wrap- 
pers for their merchandise intended for Christmas distribution. 

The dealer in large city or small town who grasps the possi- 
bilities of the Christmas season and actively and intelligently 
promotes a selling campaign, making use of the wonderful aids 
provided by the A. E. A. and the manufacturers and jobbers, 
certainly should be able to bank a handsome profit on Friday, 
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Fitting Balloon Tire Wheels 


Method of Procedure—Proper Equipment the Most 


Essential Factor. 


Wheels Must Be Bored, Cham- 


fered, Faced and Drilled for Hub Flanges 


HILE most present-day cars 
W core fitted with balloon tires 

there still remain many older 
u.odels whose owners are desirous to 
keep their cars, but who at the same 
time would like to have the balloon tire 
equipment. 

This change-over necessitates altera- 
tions in the wheel diameter, of course, 
and while some tire companies see fit 
to furnish complete wheels for existing 
models, there are cases where the balloon 
wheels have to be prepared to fit the 
car in qustion. 

The balloon wheels as they come from 
the makers are provided with a hole 
where the spokes join in the center, but 
this hole must further be prepared for 
the hubs of the car. As a general thing 
the wheels must be bored out to the cor- 
rect diameter of the hub, the hole 
chamfered, the spokes faced, if necessary 
and finally the holes must be drilled for 
the hub flanges. While this work could 
be handled in a lathe it naturally would 
mean a lathe having a very large swing, 
or a gap-bed. Some of the work could 
be handled on the table of a drill press. 
But for all practical purposes it seems 
that a machine such as that made for the 
purpose by one of the manufacturers, 
serves best. This machine, while it es- 
sentially is a balloon wheel adapter is 
also a post drill and can be used for 
drilling holes up to 1 in. in diameter. It 
is, therefore, not merely a temporary 
machine to be used for special work. 
Rather it is a drill press with the added 





The wheel is centered on the spider base by 

means of a centering cone, the arbor for 

which fits into a hole in the center of the 
base 


feature of being able to handle the 
adaptation of balloon wheels to existing 
cars. Inasmuch as the machine has a 
swing of 2514 in. it will accomodate all 
standard and balloon tire wheels for 
passenger cars. 


Operations Are Simple 


The equipment needed for the work and 
as provided with this machine consists 








This is a machine especially adapted to do 
the work necessary in adapting balloon tire 
wheels for existing hubs 


a facing cutter, centering cone, 3 clamp 
bolts double end wrench and 3 drills, 
3g, 7/16 and 1% in. 

The actual preparation of the balloon 
tire wheels takes but a few minutes for 
each wheel, because the operations are 
simple and the most important thing 
about the whole job is to have the equip- 
ment. Drilling holes in a wood wheel, 
for example, is not a difficult job, but to 
get these holes accurately spaced is an- 
other thing. Also to bore a large hole 
in the wheel for the hub is no trick, but 
to accurately locate this hole and have 
it the right size for a slight driving fit 
for the hub is quite another thing. Fac- 
ing a rear wheel for a brake drum is 
little work, but how about holding the 
wheel properly so that just the right 
amount of wood is removed and there 
is assurance that the faced portion is 
parallel with the felloe of the wheel? 


The first job is to mount the wheel 
on the spider base. This is done by 
placing the spider base on the table of 
the machine and centering it. For this 
the boring arbor is used, the one end 
being held in the spindle of the press 
and the other in the hole in the bottom 
center of the spider base. The base is 
then clamped fast to the table with four 


of two boring tools, a chamfering tool, bolts. 


Next mount the wheel on the spider 
and center it with the centering cone 
which has a long stem to fit the pilot 
hole in the base. The wheel naturally 
will center itself and can then be fastened 
to the spider with three hook bolts. 

The swing table should be located on 
the column so the face of the wheel is 
about 4 in. from the end of the spindle 
when the latter is up as far as it will 
go. Tighten the collar under the swing 
arm to maintain this location. 


How Boring Operation Is Done 


The boring operation is carried out as 
follows: Swing the wheel to one side 
so the boring bar can be inserted in the 
pilot hole of the spider base, then swing 
the table back under the spindle and 
fasten the boring bar in the spindle. 
Lock the swing arm firmly to the column 
and place a boring tool in the boring 
arbor and fasten it in place with the set 
screw so it will cut not more than ¥ in. 
deep. Set the automatic feed of the 
spindle and turn the crank of the 
machine until the boring tool has passed 
through the hole. 

The next operation is that of chamfer- 
ing the hole. To do this replace the 
boring tool with the chamfering tool 
which is of sufficient length to chamfer 
any size hole up to 5% in. in diameter. 


Drilling for Hub Flanges 


When it comes to facing a wheel the 
boring arbor is taken out of the machine 
and a rotary cutter placed in the spindle 
of the press. Also release the swing 
arm so it will swing on the column and 
lock the spider from revolving on the 
spider base. Run the spindle down until 
the cutter takes the desired cut, not over 
fs in. deep. Then tighten the lock nut 
on top of the feed screw to maintain 
the up and down position of the spindle. 
Be sure that the automatic feed is in 
neutral. Turn the crank and feed the 
cutter toward the rim of the wheel by 
forcing the table to one side until the 
cutter reaches the desired radius, then 
lock the swing table and release the 
spider so it will revolve. Turn the crank 
with the right hand and revolve the wheel 
slowly by pulling with the left hand until 
the facing is completed. The operation 
is repeated for facing larger diameters. 

When the above operations have been 
completed the wheels are ready to be 
drilled for the hub flanges. Remove the 
rotary cutter and place a drill of the de- 
sired size in the spindle. Press the flange 
hub in the hole of the wheel and drill 
through the spokes, using the flange as a 
templet. The swing arm can be locked 
in position so all the holes in the flange 
will come under the spindle by simply 
turning the wheel as each hole is drilled. 
Feed the spindle by hand when drilling 
and place a bolt in the first hole drilled. 


(Editor’s Note: The process described in this 
article ts that used in connection with the Silver 


Balloon Wheel Adapter.) 


























the fundamental principles 







that will really sell. 







1. It must offer some- 
thing for sale. 

2. It must give the 
reader a reason for buy- 
ing it. 

Of course, you know that 
—everybody does. But un- 
fortunately, many people 
forget all about it when 
they start to write a sales 
letter—and the result is a 
large crop of unsuccessful 
letters which either make no 
definite offer or give not a 
single sensible reason why 
the reader should make a 
purchase. 


Should Have Something 
to Sell 


This formula is simple— 
probably the simplest ever 
suggested—but it is abso- 
lutely fundamental, and un- 
less it is observed, all other 
rules are valueless. Any 
letter which really observes 
it in all its implications is 

- bound to be a good letter— 
not necessarily a “master 
letter”, but a letter which 
no business man need be 
afraid to use. 

But to get back to the 
formula. It says that a 
sales letter should offer 
something for sale. “Some 
thing”, notice, not “some 
things.” Something definite, 
explicit, and concrete, that 
is, rather than something 
general and all inclusive. 

If you were to send a 
letter to every one in your 
neighborhood telling them 
that you carry a complete 









































such possibilities of immediate profits as the letter which 

is written to sell something. Such letters have built up 

many flourishing businesses, 
should not build up an automotive business through the sale 
of both merchandise and maintenance service. 
the ideal time to try using sales letters. be. 
Sales letters are not necessarily difficult to write. 
many volumes have been written in the attempt to reduce to a 
science all the details involved in the writing of such letters, 


QO F all the letters that a business man can send, none holds 


sticking close to these principles, and not attempting to master 
all the numerous refinements that modern business letter spe- 
cialists have introduced, almost anyone can write a sales letter 


Every sales letter must do two things. 
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motive Dealer to Try Out Uncle Sam as 
Salesman of Merchandise and 
Maintenance Service 


By M. N. WALWORTH 


(This is the second of a series of articles on sales letters for the automotive merchant. 


The first was published in last week’s issue of MOTOR AGE.) 


and there is no reason why they 
And winter is 


Although 


of the thing remain simple. By nite offer of some one thing. 


of general publicity. 


November 6, 1924 


Sales Letters That Pay Profits 


Cold Weather Months Are Ideal Time for Auto- 










line of accessories for sale, it would bring in some business. 
If you limited the letter to the complete line of tires which you 
carry, it would probably do better. 
offer of one particular tire for Ford cars, and sent it to Ford 
owners, you would do still better. 
and explicity you offer some thing, the better your letter will 


And if you made a definite 


That is, the more exactly 


This rule does not mean that you cannot make every letter 
a means of advertising your whole business. 
should make that general advertisement subordinate to a defi- 
Otherwise, your letter will fail 
as a sales letter, even though it may prove a wonderful piece 


You can, but you 


Must Give a Reason 


This rule is supported by sound psychology. Many dry and 
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SHREVEPORT LA. 
April?9, 1924. 


JW ROBY, Presivent 


Can You 


Imagine It? 

Fellow intimated the other day that there were more difficult 
tasks for a motor truck than oil field work! 
. on't bélieve you believe it, either. 
y hy pipe he must have. It's got 
ity he wants, p.d.q- 


We don't believe it. 
For when the driller yells for pipe 
to be there quick, and in,the quant 


t less than 
the casval observer, it. looks like nothing 
an ‘ae woah negotiate some of those roads with any degree 
of succéss. 
(It's a Reo when it’s a Speed 


ht well 
And when it 


t the Speed Wagon does it. 
a It takes loads over roads that you or I mig 
hesitate to tackle with a team and an empty wagon. 
gets there, it’s ready for a return engagement. 


iness 
al, HE truck to stand that racket. The Oi1 Bus 

i Png pine = Prana Man or machine must measure up, 4 go down 
on out. (The Reo Speed Wagon stays on the job, you just bet!) 


; bit too much 
if you have time. Say, that’s asking @ 
oan abe ant it do to ask, us to come to see YOU? py 
would be better, for you are on your qwn ground. Anyway, 
not obligate you in the least. 


If the REO SPEED WAGON will make good in the oil fieldp, it will 
make good anywhere. And that means on your job, too. 


The phone number is 4100. 
SPEED-ily yours, 





One of a series of 15 letters to sell Reo Speed Wagons. Most of 
this letter is given over to one good reason why the reader should 
buy a Speed Wagon—its sturdiness. The “ask ’em to buy” element 
is all in the last two sentences, and is, of course, intended to be 
supplemented by personal sales work. Note that the letter offers 
one model—The Speed Wagon—and not the entire Reo line 


dusty texts could be cited to prove its correctness. 





But re- 
gardless of how it is stated, 
it means just this: Offer 
one thing only; offer it 
clearly and explicitly; and 
offer it for sale. 


The second rule says that 
every sales letter must give 
the reader a reason for 
making the desired pur- 
chase. This is just as im- 
portant as the first rule, 
for no one buys merchan- 
dise merely because it is 
offered. The _ purchaser 
must always have a reason 
for this purchase, and a 
sales letter must either 
point out or furnish that 
reason if it is to be worthy 
of the name. 


There can be no hard and 
fast rules as to what this 
reason should be. It should 
be a sensible and practical 
reason if you are writing 
to a thoughtful group of 
people. You might use a 
foolish and trifling reason 
to advantage if you were 
writing to foolish and light- 
minded people. Your reason 
may be one which appeals 
to the intelligence or it may 
be one which appeals to 
some emotion. But, what- 
ever it is, it must be one 
that will appear important 
to the particular people you 
want to reach. 

Just here we touch the 
second part or our rule, the 
part which mentions the 
reader as the one to whom 
we must supply a reason 
for purchasing. For what 
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Dolan-Sheppard Motor Corporation 
Mio Second Street 


Niagara Falls, NY 


A Message to all Hudson and Bsasex Owners 


It ts the desire of this company at this time of the year 
to bring to our omers" attention the necessity of putting their 
cars in condition for winter driving. 


Our accessory department has on hand a supply of heaters, 
hood covers, 6toe, which have been custom made to fit Hudson and 
Essex cars. These winter comforts ave essential for cold weather 
driving and can be installed at a reasonable cost. 


As we are interested in having our oars give the best of 
service, we are esking the owners to co-operate with us by bring- 
ing their cars to us for inspection. We will also give you advice 
regarding the care of your car during the cold weather. If your 
| car is in need of repairs, we will gladly give you an estimate on 
the work. If you intend to lay up your car for the winter have it 
| 





put in condition for next summers! driving before doing so. Is your 
grease and oil the proper grade for cold weather? Are valves seat- 
ing properly for cold motor starting? Is there water in your gaso- 
line system which is liable to freeze? These are only a few of the 
main things necessary to mow, if you are going to enjoy driving 
your car during the winter months. 


We are making extensive alterations in the repair shop 
to give our meohanios the best possible working conditions, 
nevertheless at times somethings get by unnoticed. Any com- 
plaints, or suggestions by our owmers will recdive prompt atten- 
tion’. 


At this time we wish to call your attention to our storage 
department which is, Opened day and night, for the convenience of 
our local patrons. This department is operated under three differ- 
ent storage plans; First, our day storage; This plan oan be taken 
advantage of while shopping or at the threatre. Second, our live 
storage; whereby you come in and out as you please. Third, our 
dead storage; Under which plan we jack up your car for you during 
the winter months. In connection with this we also maintain a 
battery storage. 


We are submitting these facts for yow kind consideration. 
Ye trust our plan may be of service to you during the winter months. 


Very truly yours, 


DOLAN=SHEPPARD HOTOR CORPORATION. 





Above: a letter which was used to sell Winter Service. 

This is not a perfect letter, but it does offer something 

for sale—Winter Service—and it gives the very good 

reasons of added driving comfort and satisfaction to induce 

the reader to buy. Omission of the next to the last 

paragraph would probably have strengthened it, but—it 
was a very successful letter 


Upper right: a letter to sell oiling service 


may be a reason to one person may be no reason at all 
to another, and if we are to supply the reader with a 
reason, we must know something about him and his 
way of looking at things. 

This is where many otherwise good sales letters 
fail. They supply reasons—good reasons—but not to 
the people who get the letters. And because they 
offer no reason that is a reason to the readers ap- 
proached, they do not secure the desired response. 

This can perhaps best be illustrated by an example. 
Let us suppose that you sent the following little letter 
to a group of car owners near your place of business: 

“Dear Sir: 

“T have a few first quality tires in Ford sizes 
which I will sell on Thursday at the low price 
of $6.00 each.” 

Cut Prices Mean Cut Profits 

That letter offers something for sale all right, and 
it quotes a price which in itself is a good reason for 
purchasing—if the letter went to Ford owners. But 
it wouldn’t be much of a reason if the letter were 
Sent to tire dealers, and it would be no reason at all 
if you sent it to a list of Cadillac owners. This is an 
extremely obvisous example, but it points out the 
hecessity for selecting your reason, or “sales talk”, 


ee 
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Valley Cadillac Co. 


Jonesville, Lowa. 


A oar won't run without oil-not even a Cadillac. 


And we may add that it won't run well unless the right oil 
is used, and the entire supply changed at proper intervals. 


We want all the Cadillacs in our territory to run well as 
long ag they run at all. That is why we make a special 
price on changing oil - a price that is just about half 
what you would pay in most places. 


We ohange your oil for 
91.75 


We can make you this price because we are buying our oil in 
carload lots in order to save just as much as we can for our 
customers. And, of course, we handle the work just as efficient- 
ly as we mow how. 


Here's what you get for your $1.75: Crank case drain; crank case 
washed out with flushing oil; orank case filled with two gallons 
of the best lubricating 011 we know about; grease cups on spring 
shackles turned down; water put in your battery; and last but 
not least, a card left on your dash that. will remind you when the 
jo» should be done again. 


A special crew is maintained for this work alone, - they do it 
while you wait. 


Drive around some day and let us show just how well and how 
quickly we do the job. One trial will convince you. 


Very truly yours, 


Boe che 





Cars 

Trucks 
Maintenance 
Accessories 
Tires 








with your reader in mind. 
Of course, a low price is the most obvious and easy 
reason you can use. It is also the poorest from a busi- 


hess standpoint, for cut prices generally mean cut 
(Continued on Page 39) 


This letter is well suited to acquaint the reader with what the writer has to 
Compare its arrangement with that of the letter published last week 


sell. 
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Batteries 
gue Painting 
Runwell Chicago Motor Sales eng 
THE TRANSPORTATION STORE —s 


Tel. Randolph 6960 


Motor Age Wabas' 
prion 5 South Wabash Ave. 
— Department CHICAGO 


October 23rd, 1924. 


Mr. John Jones, 
Chicago Illinois. 


Dear Mr. Jones: 

A Ford will run forever - but its tires will wear 
out. 

Buying new tires is 6 nuisance - but if you Pg 
first quality tires every time, you won't have to do so 
often. 

And if you buy them where a clever service man 
stanas ready to whisk off the old and slip on the new, it 
won't be quite so much of a nuisance. 

And if you find this first class service and these 
first quality tires "just around the corner" in your own 
neighborhood - why, buying a new tire almost ceases to be & 
nuisance %t all. 

Re have the first quaiity tires - we have the =— 
service man (we cell him "Red") - and we are loccted “jus 
around the corner " 

m So when you 

It's a combination you can't beat. 
need a sew tire to keep your reliable little car on hea eg: 
just stop in front of our place and honk your horn for “Red. 
You'll never regret it. 


Yours very truly, 


RUNWELL CHICAGO MCTCR SALES 
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Radiator Service Simplified 


The Various Kinds of Radiator Leaks Explained With 
Methods of Repairing. Ability to Solder Chief 
Requisite in Radiator Work. Equipment Needed 








Wx the first real freeze of winter 
the radiator repairman sticks an ' 
extra soldering copper in the fur- Equipment and Tools 
nace and clears his bench for action, be- Needed for Radiator 
cause it is then that radiators start com- Repair Work 
ing in with an abundance of trouble. Not 1—Compressed uir outfit 
that radiators are bad generally, but 2—Testing tank 
people are careless and let the small 3—Blow torch 
leaks, which cause little worry in the 4—Soldering coppers 
summer months, go unheeded. Then 5—Cut muriatic acid 
along comes a heavy freeze and—zowie! 6—Wire solder (half and So ge 
the engine which just before was a p-ace- half) 3/16 in. dia. Dissembled radiator core, showing the top 
fully operating gasoline engine has sud- 7—Expanding plugs for inlet and bottom tanks and side pieces 
denly turned to be of the steam variety and outlet 
and the trickling water on the fins of the 8—Special plug to screw into It must be recalled that several years 
radiator give every evidence that part of drain for air hose ago it was difficult to get copper and 
a head sheet has let go or a few tubes 9—Pair flat nose pliers brass, owing to the requirements of war 
have busted. 10—Oil can (for acid) material manufacture, and the radiator 
The radiators on new cars are seldom 12—Screwdriver makers resorted in some cases to sheet 
among the offenders the first year or two 13—Hair brush (for acid) steel. This material will do for a time, 
and some seem to last the life of the car. 14—Flat file (coarse) for but the best plan to follow when a 
Now and then you will run into a lot of cleaning copper radiator of this kind is brought into the 
trouble with a core on an old car and ar brush (flat) long shop is to replace the material with cop- 
find that the top and bottom tanks are per or brass. 


made of steel instead of copper or brass. The maintenance of radiators brings up 
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are shown detail drawings of a radiator testing tank, soldering torch, test plugs and a special plug to screw into the drain opening 
of radiator when using compressed air for testing 








24 





top 


als 
und 
var 
itor 
eet 
me, 


the 
Op- 


} up 





ening 





November 6, 1924 











OR & CTSk FoR *i4 





3 


MOTOR 


WOOD SCREWS 4HOLES 





Ni- 


pe oe > ar 


@- |-@ 


NI- 





ln 











| 
Pcan 
5 
; 
S/d 
adil 





Ww 



































\ 
—leu 
t 





ROLLER BRACKET 
\ 
AzxrX!2xKd MILD STEEL 








A G E—WINTER SERVICE NUMBER 







37 





i 


yu 


vas 


7 








O* 











i 5-43 vss THD 


ROLLER PIN 
BRIGHT SCREW STOCK 


4. 
- DIAA iq 


Z% ven ¥ 


— 


= 











stp 15 PIPE CAP WITH 
HOLE DRILLED FOR STUD 





——— | 























' 
= 3-4 3 


Va 2 STO O1PE 
TAP BOTH ENDS 





























DRILL & CTSK FOR * 14 











ASSLY OF ROLLER & BRACKET 


A roller is a handy thing to have on the testing tank and here are shown drawings for making one. 


the question as to whether or not the 
core can be properly repaired or whether 
it should be replaced with a new one. 
Quite naturally this depends upon cir- 
cumstances. In a car which has been 
damaged by collision and in which the 


A typical truck radiator. This is taken apart 

very easily by simply removing all the bolts 

of the flanges. Gaskets are used to make a 

tight joint between the header sheets of core 
and top and bottom tanks 


radiator has been badly damaged, the 
easiest thing in all probability is to re- 
place the radiator. But it is surprising 
what can be done with a radiator that 
Seems hopelessly beyond repair. With 
Care and experience a mechanic with 
some knowledge of tinsmithing or sheet 


is of a pipe flange for the tank 


metal work will readly get the knack of 
radiator repairing, and the extent to 
which he can go towards repairing a 
seemingly hopeless job is governed large- 
ly by his ability as a mechanic. The 
chief point is that he must know how to 
do a good job of soldering. 


When to Replace Core 


No hard and fast rule can be laid down 
as to when a radiator core should be re- 
paired or replaced with a new one. Con- 
cerns which do this class of work have 
different ways of judging this. Naturally 
the car owner’s side must be considered, 
and if an old core can be economically 
repaired and give the car owner sufficient 
additional use, then let it be repaired. 
But, if such a repair is going to run into 
many hours of labor and will last but a 
few months, by all means try to sell the 
car owner On a new core, if the rest of 
the car warrants it. 

Also, when investigation shows that a 
core has been damaged by corrosive ac- 
tion from anti-freeze preparations, so 
that the metal is weakened throughout 
the core, the latter should by all means 
be replaced. The little leaks that show 
up from time to time in such a core are 
fore-runners of more serious ones and 
eventual breaking down of the whole 
structure. Corroded spots over the front 
and back of the core and which in most 
cases are surrounded by a white deposit, 
tell the story of a core that is ready for 
the junk pile. 

When it comes to radiator leaks they 
generally occur at the following points: 
Inlet and outlet connection; head sheet 
(top); head sheet (bottom); studs; core 
(tubular), and core (cellular). 


Getting a Clean Place to Solder 


The first thing to do is to find the leak, 
quite naturally. To do this the testing 








L: 
4 wood SCREWS © HOLES 


The lower right hand illustration 


tank is filled with water, the filler cap 
of the radiator is replaced and tightly 
screwed down, and the expanding plugs 
inserted in the inlet and outlet pipes. 
Another way to close these openings is 
to solder a piece of thin sheet meial over 
them and plug the overflow tube. Air is 
now forced into the radiator through the 
drain plug opening into which has been 
screwed a special plug for the air hose. 
Care must be taken that the pressure of 
the air does not exceed 8 lbs. With the 
radiator immersed in the water the bub- 
bles will readily show the leak, or leaks, 
as the case may be. 

When this has been done the next job 
is to carefully remove all paint, grease, 
dirt, etc., from the spot to be soldered. 
This can be done by means of acid and 
the blow torch, aplying the acid freely 
while the paint is being subjected to the 
flame of the torch. Too much stress can- 
not be laid upon the necessity for clean- 
ing the spot to be soldered. Labor ex- 
pended here will save much worry and 

(Continued on Page 74) 





A truck radiator core, showing the header 
sheets to which the tubes are soldered 
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Buying From Reliable Sources 


The Automotive Merchant Is Known by the Integrity of the Merchandise He 
Handles and the Service He Gives 


By L. G. WILLCOX 


TTTTTITITITITITITT ITLL 


HIS is the eighth of a series of articles on “Profits in the Automotive Business,” the first of 
which was published in the Sept. 18 issue of MOTOR AGE. One article has appeared each 
week since that date. The title of next week’s article will be “Take Discounts to Reap Profits.” 
It will deal with the importance of prompt payment of bills for purchases of merchandise, and 
it will point out that this not only increases the merchant’s financial standing, but also adds 
several points to his potential profit. 


PPITITITITITITITITITITITTTTTTTTT Titi e 


know where he could depend upon 

the equipment and supplies that 
he buys, a revolution would take place 
in the sale of automotive commodities 
the country over.” 


This interesting comment was made 
the other day by a proprietor of one of 
the most successful automotive retail 
establishments in the country. 

“One reason for the tremendous turn- 
over of automotive dealers, is their failure 
to recognize their real duty to the car 
owner,” he said. “The average automo- 
bile owner who comes into my store, likes 
to assume that he a judge of automotive 
merchandise, but in fifteen years of re- 
tail experience, selling everything from 
trucks to contact points. I should say 
that not one car owner in five hundred 
has any basis for judgment of the sup- 
plies he buys for his car or truck.” 

This comment brings directly home one 
of the biggest factors in making money 
on automotive equipment of all kinds, 
and particularly on what is commonly 
known as accessories. 


Te the automobile owner could only 


Choose Manufacturers Carefully 


There are two paramount considera- 
tions in stocking accessory supplies for 
the dealer who hopes to make a real 
profit over a period of years. First, he 
must carefully consider those lines which 
move freely; second, he must choose 
from among a large number of competing 
manufacturers those who can prove to 
him that the product is a safe one on 
which to put his personal endorsement. 

In addition to this he should deal with 
those manufacturers who look upon the 
merchant as the ultimate factor of sale, 
and occupying this position, one to whom 
every reasonable co-operation and con- 
sideration should be granted. 


Set up these two principles in buying 
stock for any retail automotive establish- 
ment: 


Deal only with those manufac- 
turers who have proved their ap- 
preciation of the dealers’ importance 
by the measure of the service they 
offer him. 

Put nothing in stock behind which 
you cannot put your personal guar- 
antee. 


Operating upon such a policy as this, 
what does the dealer discover? 


Establishes Dominance Over ~ Pur- 
chases 


He finds that when he sells a stop-light, 
a bumper, a polish, he has sent into 
the field for himself and his establish- 
ment, a silent salesman that will not only 
bring back the customer for repeat busi- 
ness, but many other customers who are 
bound to hear about the integrity of his 
merchandise through the ordinary chan- 
nels of conversation. There gradually 
arises about the establishment of this 
dealer, the condition that every retailer 
must depend upon for success, a steady 
repeat volume of business. 


From the standpoint of profits this 
staple trade not only assures the dealer 
a certain regular turn-over each week 
and each month, but it establishes for 
him a virtual dominance over the pur- 
chases of these customers. It then be- 
comes a simple matter for him to en- 
courage the buying of additional items 
because the confidence in him and in his 
establishment takes away the question 
mark that lays in the mind of the average 
automobile buyer on doing business with 
a stranger. 


How to Meet Price Cutting 


This is the thing known as dealer in- 
fluence, a condition no manufacturer, 
large or small, can do without. This in- 
fluence protects the automobile merchant 
from the inroads made upon his trade by 
the so called “gyps” up and down Main 
Street of every town. It relieves him 





Repeat Sales Assure Success. 


Dissatisfied Customers Don’t Re- 
turn. 

See That Customers Talk For you, 
Not at you. 


Reliable Merchandise Increases 
Turnover. 

Send the Bargin-Hound to the 
“gyp”. 


Long Discount Items Often get 
Shelf Sores. 

Confidence in the Dealer comes 
Only from Satisfied Customers. 











of the necessity of frequent clearance 
sales, and protects his customers from 
losses. 

Probably many dealers are saying: 

“What are we going to do on such a 
policy against the price-cutting down the 
street?” 

There is but one way to handle cus- 
tomers who come into a dealer who is 
maintaining prices and carrying high 
grade lines. This is to courteously in- 
form the customer that if he is looking 
for price cutting on such standards lines 
as are carried here, this is not the store 
to patronize. Many successful dealers 
then go on to explain that price cutting 
on standard lines is merely a trick to 
bring trade that they cannot otherwise 
attract by the integrity of their merchan- 
dise and the service that they render. It 
takes a little will power to see a cus- 
tomer walk out of your store and buy a 
timer across the way for two cents less, 
but it is good business. 


Determining Reliable Supply Sources 


Buying from reliable sources is one of 
the surest protections the dealer has 
from the influence of the silver-tongued 
salesman from “off-color” manufacturer 
or jobber who seeks to establish his line 
through a long discount appeal. Thou- 
sands of dealers every year having in 
mind the additional profit per sale behind 
the item, fall into this trap. They do 
not realize the loss of customers through 
purchasing an unsatisfactory item: Cus- 
tomers whose repeat business might net 
the dealer many times over the extra 
profit he received on the new line. They 
do not realize that after handling the 
line for a few months it is liable to g0 
off the market and leave the retailers 
with no protection on parts, exchanges, 
etc. So that back of many new items 
offered at better than the average dis- 
count, there is some “nigger in the wood 
pile’ who is bound to show himself 
sooner or later. 

How shall the dealer determine where 
these reliable sources of supply are? 
There are a few points to consider it 
such an analysis, points so simple that 
the most inexperienced merchant adopt- 
ing them can be reasonably sure that 
the manufacturers of the products are 
those with whom he should deal. 
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The ? Before Buying 


Is there a local market. 

Is the product right. 

It the maker well established. 

Is the sales plan fair to dealers. 

Is there store and window display. 
Is there national advertising. 

Are there adjustment possibilities. 
Who else in neighborhood handles. 

















Approximately 10 per cent of every 
dealers’ accessory sales is in the so called 
specialty column, but the other 90 per 
cent of business is done on staples. In 
the latter group or manufacturers who 
have been longest in the business, who 
have established sales policies and whole- 
sale distribution that gives the dealer 
solid support. 


Here are a few things to consider 
in stocking automotive merchandise: 

How long has the company been in 
business? 

It the line the exclusive product 
of the company or merely a side 
line? 

Is the product right? 

Who are some of the jobbers who 
are handling the line in question? 


What other dealers in the city are 
stocking it? 


What is the manufacturer’s policy 
on parts? 

What is the manufacturer’s policy 
on adjustments? 

Are there models for every make 
of car? 

How is it packaged? 

How is it shipped? 

What literature and store advertis- 
ing is behind it? Is there national 
advertising to come? 

What assurance can be shown of 
satisfactory service? 

What is the spread to the dealer 
in varying quantities? 


If a manufacturer can pass a 
scrutiny such as this the dealer is usually 
safe in considering the line, providing 
it is one that will move freely in his 
particular community. 


Another source of very definite infor- 
mation is the leading jobbing house with 
whom the dealer does business. The best 
jobbers today are gradually decreasing 
the number of lines carried and placing 
the strength of their distributing organ- 
ization behind a fewer number of lines 
of proved integrity. Usually they are 
well informed about most of the manu- 
facturers producing automotive equip- 
ment and are glad to consult and suggest 
what particular brands best meet the re- 
quirement of this or that dealers’ trade 
territory. 


The advertising pages of leading auto- 
motive dealer publications reflect some- 
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Buying From Reliable Sources 


Protects You From 
+ * * * 


Constantly Changing Brands. 

Losses Through Lack of Models. 

Losses Through Lack of Parts. 

Refusal of Maker to Adjust Faults. 

Adjustment for Dissatisfied Cus- 
tomers. 

Aggravating and Expensive Experi- 
ments. 











thing of the strength and character of 
automotive manufacturers. 


The automotive dealer of today who 
makes an attempt to conduct his busi- 
ness wholly within himself and refuses 
to place the most careful analysis behind 
the requirements of his trade, the type 
of merchandise carried and who the man- 
ufacturers of it are, is lucky indeed if 
he does not take his place, within a very 
short time, along side of the 25 or 30 
per cent of automotive retailers who 
close their doors each year. 


So that we find underlying the success 
of the very great group of the best deal- 
ers, is a definite realization of the re- 
sponsibility of the automotive merchant 
to his trade. This responsibility cannot 
be made a real, definite and profitable 
thing unless the dealer buys from equally 
responsible manufacturers upon whom he 
can depend to back his confidence. 








Sales Letters That Pay 


Profits as well. So let us consider a 
letter to sell tires for Fords at the 
market price. We will assume that they 
are good tires at a fair price—such tires 
and prices as could be found in any first 
class tire shop. 

Having eliminated the price question, 
there remain to us the arguments of 
quality, convenience, and service. They 
are all three good reasons, but not start- 
ling ones and to make them compelling, 
we must present them in a way that will 
appeal to the interests of the particular 
group to which we wish to sell tires—in 
this case a group of Ford owners. Here 
again a concrete example is probably the 
best illustration, and such a letter will 
be found in the accompanying box. 


Another Arrangement Used 


In reading this letter, you will note 
that the reasons why the reader should 
purchase come first, and the offer of tires 
for sale comes last. This is a common 
arrangement and one that if often fol- 
lowed in selling products where the offer 
may almost be assumed from the letter- 
head, or where no demand is apt to exist 
until the reasons for purchasing have 
been presented. 

Another arrangement that is also used 
quite frequently is to present a reason 
for buying, offer the article, and close 


(Continued from Page 35) 





Motorized Funerals 


New Rage in 
China 

WASHINGTON, Nov. 1.—Motor- 
ized funeral processions in China, 
which are just coming into vogue, 
are now considered quite “the 
thing,” according to Trade Commis- 
sioner G. C. Howard, at Shanghai. 
Their cost is high—about 8300 Yen— 
for motor hire alone, and for that 
reason are being used chiefly by the 
rich, 

Shanghai has just secured its 
first motor hearse and motorized 
“Jas-tze.” The Jas-tze is a special 
built car which follows the hearse 
and on which is placarded the pic- 
ture of the deceased which is car- 
ried in the hearse ahead. Under 
the new order of things, Commis- 
sioner Howard writes, it is not an 
uncommon sight now to see an 
American car, following the hearse, 
with a large picture of the de- 
ceased propped up in the back 
seat. 











with a stronger reason. This is some- 
times very effective. 


It should not be forgotten, however, 


Profits 


that this matter of arrangement is 
secondary to the general rule that every 
sales letter must—First, offer something 
for sale, and Second, give the reader a 
reason for purchasing. If those two 
things are done, and done well, the letter 
is apt to be successful regardless of ar- 
rangements. 


Remember this: When you sell to a 
man personally, you are not apt to give 
very extensive consideration to the de- 
tailed arrangement of your sales talk— 
you make your offer and present your 
reasons; and if your reasons are good 
and you bring them forward in a way 
that makes the prospect see how they 
apply to him, you make your sale. Do 
the same thing in a letter and you will 
also make your sale. 

All rules and refinements that make 
a letter read more easily, that make it 
more understandable or convincing, are, 
of course helpful. 


There is no doubt but that a well ar- 
ranged letter or a well arranged sales talk 
will do better than the same letter or sales 
talk badly jumbled. But the subject 
matter of either sales talk or letter is 
the most important thing, and it is best 
to be sure that it is right before you 
bother about minor details. 

When you have learned to say the right 
thing, it is time enough to begin learning 
better ways to say it. 
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How to Build Tow Car and Service [Truck 


A Good Looking Vehicle Is a Valuable Asset to 
Any Garage and Service Station. Body Should Be 
Equipment 


Divided Into Several Compartments. 


It Should Have 
By B. M. IKERT 


and good looking tow car or service 

iruck is a decided asset to any 
automotive shop. Such a car when prop- 
erly equipped can often render first aid 
to the motorist and get him under way 
again, or bring a disabled car into the 
shop. Roadside rapairs are often possi- 
ble, but as a general thing most shops 
prefer to bring the disabled car into the 
shop and there carry out the necessary 
repairs. This does not tie up the tow 
car for such long periods and after all, 
better repairs are possible in the shop 
than alongside the road. Especially is 
this so in inclement weather when the 
thermometer hovers around the zero 
mark, 

Some establishments have spent many 
hundreds of dollars to get a really fine 
looking and well-equipped tow car; some 
have even gone so far as to paint and 
varnish their tow cars in brilliant colors 
and further enhance this by putting on 
nickel-plated hand rails and other fit- 
tings The average establishment cannot 
afford such luxurious equipment, nor is 
it necessary in all cases. It is possible 
to build or have built a really good look- 
ing car and equip this so that for all 
practical purposes the small establish- 
ment has a service car that ranks 
well with its more pretentious looking 
brother. 


A WELL constructed, fully equipped 











Here is shown a perspective view of the body for a typical tow car and service truck. 





Build the tow car simple, but build it 
well. A story is told of one shop which 
sent out its car to haul in a customer’s 
car and on the way out the tow car de- 
veloped ignition trouble and the customer 
was as bad off as before. Some tow cars 
are so poorly built that they hardly will 
do to send out on a towing job, or one 
that requires hauling a car out of a deep 
ditch. 


Old Models Are Suitable 


The chassis on which it is desired to 
build a tow car body need not be 100 
per cent so far as its mechanical con- 
dition is concerned, but it should be in 
such shape that a little work will bring 
all the units up to such a standard that 
they can be depended upon. Noisy tim- 
ing gears are no objection in the tow 
car if the engine pulls well. A tow car 
is not busy all the time and hence many 
things can be tolerated in its operation 
which would be highly objectionable in a 
passenger vehicle. 

In the accompanying chart the service 
car is shown built on the chassis of a 
2-ton truck. Many shops seem to prefer 
such a chassis to a passenger car chassis 
inasmuch as the truck chassis is primari- 
ly intended for heavy duty work. How- 
ever, some of the older models of pas- 
senger cars, especially the ones fitted 
with big engines, are well suited to the 











Ash is a good wood to use in making the body 


needs of a towing car. The body shown 
in the illustrations is of such design and 
construction that it can be mounted on 
the frame of the average passenger car 
chassis having a fairly long wheelbase, 
126 to 130 in. representing average fig- 
ures for this. 


Body Easy to Mount 


As will be noted from the working 
drawings and other sketches, the body 
shown on the chart is not a difficult one 
to build. The wood is 1% in. and 1 in. 
for the various parts of the body, and 
the widths and lengths of the pieces are 
shown by the dimensions, and also can 
be ascertained by using the scale on the 
drawing. 


It will be noted that the frame of the 
chassis shown is straight, that is, there 
is no kick-up over the rear axle. This, 
of course, simplifies the mounting of the 
body, but it is not a difficult matter to 
mount the same body on a passenger car 
chassis which in practically every case 
has a kick-up over the rear axle. In 
such a case it is only necessary to fit 
pieces of wood on the frame to bring the 
latter up to the same height as it is 
where the kick-up occurs. 

Division of Space 

It is not necessary to drill holes in the 
frame for attaching the body. A far 
better plan is to clamp down the body 
with U-shaped pieces threaded at each 
end for receiving a steel plate, lock | 
washers and nuts. The manner of doing 
this is shown in the detail drawing on 
the chart. The cross pieces are rabetted 
at the top so the clamp will be flush 
with the top surface of the cross piece 
and therefore not interfere with the floor 
of the body. 


There are all sorts of ways in which to 
divide up the space in a body like the 
one shown. In this design we have made 
one side of the rear part of the body a 
compartment to which access is gained — 
by a hinged door on the side. The op- 
posite side of this compartment is left 
open and is a handy place for storing 
block and tackle, big jacks, crow bars, | 
and such equipment. If desired both 
sides of the body can be made alike, but 
we believe the arrangement shown will 
work out very well. 


On each side of the body are two large 
compartments, each compartment having 
three separate divisions. Hinged doors 
are provided for these as shown and the 
interiors can be divided with shelves to 
suit the builder. It is well to have sev- 
eral small compartments within these 
larger compartments, because the car 
will most likely carry many small parts 
such as plugs, carburetor parts, screws, 
nuts, bolts, lamp bulbs and a host of 
other things. 


Strong Hook Necessary 


By all means build a cab or some sort 
of inclosure for the driver. On a small 
truck this is usually an easy job as cabs 
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